TWO ISSUES THIS MONTH—ALWAYS FIRST WITH PROFIT IDEAS, NEWS JUNE 20, 1960 


Color-Mixing System Spurs Paint Sales — page 48 
Shopping Center Branch Store Designed for Women — page 56 


Cuts Sales Slip Errors 80% — page 76 
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Par Pilake ALL PURPOSE FLAKE BOARD 
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EXCEPTIONAL STRUCTURAL STRENGTH 


Par Flake is an exceptionally strong flakeboard de- 
signed to match the needs of kitchen cabinets, sink 
tops, vanitories and tops, shelving, partitions, store 
fixtures, etc. 


Par Flake offers the unusual combination of strength 
and quality. Smooth surface. Tight edges. Uniform 
thickness and density. No knots. No grain. Excel- 
lent machinability. And a cost-lowering price advan- 


750 Third Avenue, New York 17 


3641 So. Washtenaw Avenue, Chicago 32 


tage well worth investigating. 


Par Flake may be painted, lacquered, veneered or 
laminated with plastic. It became the newest member 
of National's growing family of particle boards with 
the recent acquisition of the American Parboard 
Corporation and plant in Black Mountain, N. C. 
Contact your nearest National office for samples 


and price. 
tonal 


STRUCTURAL PRODUCTS 
NATIONAL STARCH and CHEMICAL CORPORATION 
87 Haynes Street, N. W., Atlanta 3 


Circle No. 76 on Handy Cover Card 





Double-Barreled Profit News! From Goodyear! 


UPERBA in 6-FOOT ROLLS 


—-AN EXCITING NEW 
TRUE VINYL FLOORING! 


Cash in on these two sensational new Goodyear innovations! 


New Supersa Flooring is a “natural” for the home-building 
market! A solid vinyl compound flooring with no paper or 
felt backing! Backed solidly by the famous Goodyear 
Homeowners Guarantee! * 


Appearing in 6-FOOT ROLLS! The newest, most-wanted 
dimension! Gives floors the gleaming, “no seam" look that 
builders — and their clients— are looking for! At an amaz- 
ingly moderate pricel 


You can't miss with new SuPERBA by Goodyear — in the 
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—NEWEST DEMANDED 
DIMENSION! 
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dramatic new Decorator styling in many beautiful pastels! 
And in the sales-powered new 6-FOOT ROLLS SuPersa is 
the double-barreled economy of the year. 


a 


Powerful In-Store Displays Availabie. Sensationa/ sa/es 
promotion package. Dramatic display unit— unique stand 

dummy roll—colorful banners! Streamers! Window and 
wall spots! 


For complete information — see your Goodyear Flooring 
Distributor soon/ Or write: Goodyear, Flooring Dept. R-8122, 
Akron 16, Ohio. 


STOCK NEW SUPERBA IN NEW 6-FOOT ROLLS FOR FAST PROFITS! 


*Guarantee of replacement of flooring material if it 
wears out, with normal wear and maintenance, during 
the continuous occupancy of the home by the purchaser 


lots of good things come from FY 
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MEAD 


LUMBER Co A, 
— " > 


THIS NATIONAL SYSTEM paid 


WARREN B. McLAUGHLIN, 
ACCOUNTANT at Mead 
Lumber & Coal Company. 


a 


for itself in less than one year. 


MEAD LUMBER & COAL COMPANY operates 8 
branches in Nebraska, Wyoming, and Colorado. 


“Our G@alional Accounting System 


saves us 0,100 a year... 


returns 107% annually on investment.” 


—Mead Lumber & Coal Company, Columbus, Nebraska 


“We are quite pleased with the out- 
standing performance of our Na- 
tiona! Accounting System. Through 
this modern installation, we have 
gained more up-to-date, more accu- 
rate, and more efficient record keep- 
ing. 

“Our National System is used for 
accounts receivable, accounts pay- 
able, payroll preparation, general 
ledger, sales analysis, and purchase 
journal—quite an array of applica- 
tions. Information is delivered to us 
quickly, enabling us to keep our 
records current at all times. Further- 
more, this speed is impressive be- 


cause we would have had to hire two 
additional bookkeepers to do the 
same amount of work. Finally, our 
National System assures us of in- 
creased accuracy in accounting 
without the errors inherent in men- 
tal computations. 

“Our National Accounting Sys- 
tem pays for itself once a year out of 
the money it saves.” 


(bmm bs Zl baghbe 


Accountant 
at Mead Lumber & Coal Company 


THE NATIONAL CASH REGISTER COMPANY, payton 9, Ohio 


1039 OFFICES IN 121 COUNTRIES * 76 YEARS OF HELPING BUSINESS SAVE MONEY 
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Your building supply business, too, 
can benefit from the many time- and 
money-saving features of a National 
System. Nationals pay for themselves 
quickly through savings, then continue 
to return a regular yearly profit. Na- 
tional’s world-wide service organization 
will protect this profit. Ask us about 
(oe a we! secayiedeaan tl 

an. (See the yellow pages in 
your phone book.) Bi” 


{TRADE MARK RES. ROSS PATO OFF 
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Something To 
Think About. . . 


¢ Sometimes there’s a tendency for busi- 
ness men to get so enthused about a 
successful “trend” that they go too fast, 
too far. That can easily happen in the 
area of land development by dealers. 

T. Merritt Ludwig, executive vice- 
president of Merritt Lumber Yards, 
Reading, Penna., talks from experience. 

“We learned about land development 
the hard way,” Merritt told members 
of the Northeastern Retail Lumbermen’s 
Association recently. “In our first de- 
velopment we went in every direction. I 
have since learned that if you are in 
land development, don’t extend yourself 
beyond what you are going to do in one 
year. 

“When you spend roughly $24 a run- 
ning foot for improvement of lots on 
both sides, and you go down 15,000 
feet, you have a terrific investment. 

“We always start in the middle and go 
out like the spokes of a wheel. Then, if 
it stops, you haven’t got that much in- 
ventory of improved land. 

“Secondly, don’t put in a recording 
with the Commissioner of plans of the 
land before ayear in advance. The 
appraisers in Pennsylvania, for instance, 
put $3.50 an acre as an assessment 
and the appraisers are ridiculously low. 
We only record the lots we think we 
are going to sell in a given year.” 


° If your costs are a bit high these days, 
maybe it’s time to analyze your materi- 
als handling. That means you must learn 
to evaluate the performance of your 
yardmen. 

But you better be careful in setting 
up a time and cost study. Take this ad- 
vice from Philip Hull of West Side 
Lumber Co., Dayton, Ohio: 

“IT went out to a lumber company and 
said to the manager: ‘How do you 
evaluate your work in the yard?’ He 
said: ‘Well, I go out there and watch 
them and they are working like the 
devil.’ ” 

“Well, there are only two types of 
people which won't work like the devil 
when the boss is watching. One of them 
is a fool and the other one is a relative.” 


WHAT IS “DSC”? This __ insignia 
above, which you'll see used with many 
articles in A.L., is a symbol for DEAL- 
ER SALES CONTROL. It is one of the 
permanent principles guiding our edi- 
tors. It signifies a progressive manage- 
ment method—controlling the sale— 
which works for the home building re- 
modeling, farm and commercial markets. 

DSC can stem from land control, pre- 
fabing, financing, sales of new homes 
or remodeling packages (rather than 
pieces) to builders or consumers by the 
retailer. DSC also means product brands 
and specifications controlled by the deal- 
er. 
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There are a host of good reasons 
why dealers are tipping their hats 
to the Evanite Big Three. Take 
Poly-Clad* Plywall* Panels for 
example... with 12 popular wood 
grains that sell at half the cost of 
what you'd expect to pay for fine 
wood paneling. The baked-on 
Poly-Clad finish protects against 
fading, mars, scuffs and stains. 
Evanite* Fir Plywood—DFPA 
grade-marked — assures your 


customers of the highest quality 
interior and exterior panels. 
Evanite® Hardboard, hand- 
somely prefinished in “Drift- 
wood” ivory tone on a variety of 
textures, is economical to buy and 
has many versatile and decora- 
tive uses. 

Ask for Evanite Panels . . . the 
complete wood paneling line .. . 
more dealers do every day for 
more good reasons than ever! 


SALES OFFICES: Chicago, Illinois « Tampa, Florida « Coos Bay, Oregon 
Anaheim, California « Syracuse, New York « Plymouth, Michigan 
y ta N 
LEVANS) 
A | 3 y *Poly-Clad, Evanite and Piywall are trademarks 
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EVANS PRODUCTS COMPANY 


Plymouth, Michigan 
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PERSONAL VIEWPOINT 





Will You Be Ready? 


Earlier this month the National Retail Lumber Dealers Association 
announced that late this summer the first national advertising would 
appear promoting the services of lumber and building materials re- 
tailers. Funds for the advertising will come from supporting dealers, not 
affiliated state, regional associations or NRLDA itself. 

Each of the two-page ads scheduled will have a flap to carry the 
names and addresses of dealers paying for the program. Regional edi- 
tions of the national magazine picked permit including the names of 
a thousand or so advertising-minded dealers. 

Perhaps 5% of the nation’s lumber and building materials retailers 
could thus be paying the tab for a greatly needed program. 

Actually, don’t expect a free ride on this program unless you are pre- 
pared to sell remodeling on a one-stop package basis. We have seen 
the first advertising prepared for this new series. One look at this ma- 
terial raised the question poised at the top of this page. 

Will you be ready? 

First of all, the entire series is keyed to remodeling—not penny-ante 
jobs, but the big tickets which require skill in estimating, planning and 
executing. There’s a promise made to the public that you can handle 
this business from beginning to end with maximum service and satis- 
faction to the customer. 

Further, the ads are decorative, implying that dealers understand 
design and color trends. All this is good, sound and convincing. 

But to take full advantage of this intelligent new campaign all sup- 
porting dealers, in fact all dealers who will indirectly benefit, should 
take a critical look at their operation. If prospects are disappointed, 
the entire program will fall flat as a pancake. 

We have no illusions about ail dealers revamping their approach 
to remodeling selling before this campaign breaks late this summer. It 
is possible, however, in many yards already moving ahead to sharply 
improve their approach to remodeling. A general policy of tightening up 
is highly recommended. 

Most of the steps to take are simple and just common sense. First, 
watch your mail for complete details of this program from your as- 
sociation. Avoid being caught flat-footed by the consumer prospects. 
Second, organize that literature rack. Group the pieces by project, 
ideas for various remodeling packages. Begin consistent advertising on 
remodeling, again selling typical remodeling packages, not the pieces. 

The above, of course, is largely keyed to internal questions, which 
must be settled by each dealer individually. A decision must be reached 
that the yard wants and is willing to work for remodeling business. A 
sorting process of pros and cons must be made. 

Is, for example, the fear of incorrect estimating a real barrier to 
entering this field or just a convenient crutch for doing nothing? Will 
you still wait for a finished, trained salesman to just walk in off the 
street? 

In real life dealers active in remodeling are training their own men 
while discussions stretch over the years about miracle methods just 
around the corner. 

It’s a fairly well-established fact by now that you don’t have to 
have a fancy store to sell remodeling in volume. Some of your most 
serious competition comes from out-of-town specialty salesmen working 
out of their flashy automobiles. 

Selling is done in the home on most jobs. Only on kitchen remodel- 
ing do we find a good setup for demonstrations fairly essential. Yet, 
there are few yards which can’t set up a kitchen or so in their store. 
It simply means clearing the area of many items belonging more proper- 
ly in the warehouse or shed. 

Dropping lines, reducing inventory on certain store items, will also 
make room for the truly profitable big ticket sales packages. 

It should be mentioned, finally, that, as NRLDA puts it, the re- 
modeling market is still anybody's baby. This billion-dollar plum will 
eventually be dominated by building material dealers or their active 
competitors. We put our money on you as a reader and dealer. 


Gordon J, Lawler 





THE SECONDARY BOYCOTT BILL (H.R. 9070) not housing legislation, dominated the 
Washington scene as we went to press this week. Martin &. Bartling, 
Jr., NAHB President, stated his case for opposing the bill: 

"Never before have I urged our members to oppose legislation with such 
conviction. The language is so broad it will permit secondary boycotts 
in both union and open shop areas." 

Labor experts agree that the language of the bill is so vague it will 
permit unions to strike jobs because they object to certain manufactured 
products, prefabricated components or pre-assembled items at the site. 
Strong labor pressure is forcing early action on the bill. This week 
General Electric began a systematic campaign against the legislation. 
How about you? Have you written your senator or congressman stating 


your views? 


NEW COMPONENTS stole the show when NAHB's new Research Institute opened in- 
formally near Rockville, Md. The staff put a variety of house com- 
ponents through "torture" tests to determine how maximum strength can 
be built into a home at minimum cost. 

While still experimental, builders saw a new economical floor construc- 
tion system, which uses standard materials and a related flooring 
system that takes advantage of a new wood product to simplify floor 
joists. Wall components consisted of factory-built panels which can be 
delivered to the site complete from the masonry-coated exterior finish 


to the inside wall finish. a tae os 


























CAN YOU NAME the top 10 home building areas in this country? Few succeed 
because of shifting population trends. The 1959 list in order: New 
York, New Jersey, Los Angeles, Chicago; San Diego, San Francisco, 
Washington, D.C., Miami; Phildelphia, Detroit and Tampa - St. 


Petersburg. 


First, second, third and fifth slots are the same as in 1958. Last 
year San Diego moved from seventh to fourth. Washington went from 
seventh to sixth. Miami dropped from fourth spot to sixth. 





WITH IMPROVED LAND GONE near most cities, builders are thinking more and more 
in terms of creating cities of their own. Examples: "Breezy Point" 
in Queens County, N.Y., designed to accommodate 220,000 persons with 
34 miles fronting on the Atlantic ocean. Another: a 16,000 acre 
project called "Peachtree City" near Atlanta, planned to accommodate 
60,000 people in 15 years. Here the developers even plan their own 
municipal officials, talk 25% more house for the money by eliminating 


bureaucratic expense and headaches. 











TAKING ALUMINUM to the public has usually meant heavy advertising expendi- 
tures. Now Kaiser is trying a new tack with their "Aluminum Building 
Products Service Centers." One is open in Cleveland, a second will 
follow at Kansas City, all in the Loop. Kaiser states "these will be 
educational places for builders, home buyers and manufacturers of 
aluminum building products." All centers will feature extensive dis- 
plays of products. Classes will be held for both builders and the 


general public. 








HOME SHOW ON WHEELS describes an ambitious cavalcade of 30 exhibit vans 
scheduled to visit 29 major shopping centers in 20 cities beginning 
this September. The tour starts at Hicksville, N.Y., and ends in 
June 1961 at Cleveland. 

Target is exposure of building products to 6 million consumers. 
National manufacturers will underwrite the costs. Local NAHB 
chapters in the tour cities will support the shows, merchandise their 


services in the vans. 
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“/ just got $42,000 worth 
of new trucks without tieing up 
one dollar of my money!” 


Conserve capital. rake delivery 
on a new Hertz truck fleet and forget about 
high purchase costs and interest rates. What’s 
more, you don’t have to disturb your capital. 
It stays on the job, profitably at work for you 
in other parts of your business. 

You get new GMC, Chevrolet or other sturdy 
trucks, custom-engineered to fit your needs. Or 
we'll buy your present trucks, rebuild them if 
necessary, and lease them back to you. Further- 
more, Hertz provides extra trucks for peak 
periods or emergencies. 


Hertz experts take over all repairs and upkeep. 


You eliminate all your truck problems by writ- 
ing one budgetable check per week. There’s no 
easier way to get out of the truck business and 
back into your own business! You can deal 
confidently with Hertz, America’s largest and 
most experienced truck lessor. 


For more information, call your local Hertz 
truck office. Or write for a free copy of the fact- 
filled booklet, ““How to Get 

Outofthe Truck Business,” 

to Hertz Truck Lease, HERTZ 
Dept. T620, 218 South le ans 3 
Wabash, Chicago 4, IIl. 


NO INVESTMENT...NO UPKEEP 


LEASE HERTZ TRUCKS 


HERTZ ALSO RENTS TRUCKS BY THE HOUR, DAY OR WEEK 
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RUCE-PLYWELSH has a finish 

without peer in the paneling field... 

because it was originally developed for use on 

hardwood flooring and thus has maximum 

durability. Scratch, mar and chip resistance are 

. achieved with pressure impregnation and infra- 
" red baking. This process makes the finish part 

W T a T A of the wood itself, while enhancing the natural 
beauty of grain and color. For your paneling 

customers, the durable Bruce finish means less 


danger of damage during installation and walls 


that look new for a lifetime. 


Ideal for remodeling 
... everything prefinished, 
everything matches 


The Bruce-PlyWelsh line is the only complete 
prefinished hardwood paneling package in the 
industry. Matching moldings, panel stretchers, 
putty sticks and stains simplify installation and 
bring extra profits for you. Get the facts today. 
Write for complete information or contact 
your Bruce-PlyWelsh distributor. Welsh Ply- 
wood Corporation, Subsidiary of E. L. Bruce 


=: . Co., 1648 Thomas St., Memphis 1, Tenn. 


PLYWELSH 
prefinished 


Hardwood 
Panelin 


The finish won’t chip off! 


Bruce-PlyWelsh Antique Birch 
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NOW 
BARRETT 
ADDS 

NEW 
STARDUST" 
PATTERNS 


LINE YOUR POCKETS WITH GOLD AND SILVER 


Metaliics are hotter than a comet’s tail and selling just as 
fast in every phase of decorating. Home-owners really go for 
them. And they’! really go for Barrett Ceiling Tile decorated 
in metallics—the bright, new “Golden Stardust’”’ pattern 


shown here. 

Also available in metallics is the new “Silver Stardust” 
pattern. It joins the popular Barrett line that includes 
acoustical styles and the handsome decorator patterns of 
Fissure and Sparkler. 

All Barrett Ceiling Tiles are made by Barrett’s exclusive 
CHEM-FI process to assure you and your customers of 
strength and uniformity no other fiberboard tile can match. 
For samples and full information, call your Barrett repre- 
sentative, or contact us direct. 


Barrett is out to help you! Increase your sales to the trade and 
home-owners with an impressive line of building materials: 
ASPHALT SHINGLES + FIBERBOARD AND GYPSUM PRODUCTS « 
BUILT-UP ROOFING PRODUCTS + ROLL ROOFING + INSULATION 
PROTECTIVE COATINGS + ALUMINUM SIDING. 

District Sales Offices: Birmingham, Boston, Charlotte, 
Chicago, Cleveland, Houston, New York, Philadelphia, St. Paul 


tTrade Mark of Allied Chemical Corporation 


a 
Hi texe | 
BARRETT DIVISION |m@aaies 
40 Rector Street, New York 6, N.Y. EL 
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The demand for white portland cement is growing! 
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Stock and sell Atlas White ... the non-staining, white portland cement that 
more builders, architects and manufacturers are specifying ... for precast concrete panels... 
terrazzo... stucco... faced concrete block ... split block... reflecting curbing and markers 
... swimming pools ... reflecting floors ... cold-glazed wall finishes . . . non-staining masonry 
mortar... screen walls .. . and many white or colored concrete projects such as patios... 
benches .. . flagstones . . . sidewalks. Available in regular, air-entraining and waterproofed 
types. Complies with ASTM & Federal Specifications. Backed by a consistent advertising pro- 
gram in trade publications. For information, call the nearest Universal Atlas sales office — or 
write: Universal Atlas Cement, 100 Park Avenue, New York 17, N. Y. 


"USS" and "Atias" are registered trademarks 


Universal Atlas Cement 
Division of 
United States Steel 


weG-1 
OFFICES: Albany + Birmingham: Boston + Chicago» Dayton» Kansas City» Milwaukee + Minneapolis * New York» Philadelphia + Pittsburgh + St. Louls» Waco 
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ICKERINGS 
LUMBE 


California and let us put him in touch 


Write today for a copy of 
Pickering’s color brochure, “Timber.” 


MILLS: —— Lbr. Corp. 
West lbr. Ce. Div. 
Telephones: a 


TWX: Senora 116-U 


WA 8-4218 
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DFPA promotion brings you new customers 


Stock and sell only DFPA trademarked plywood. This year over $6 million will be invested in your behalf by 
the manufacturers of DFPA trademarked plywood to keep your sales on the upswing. This is big money and it 
does a big job. First, it creates new customers and new markets with a well rounded promotion program— 
including national advertising . . . publicity . . . field promotion . . . research . . . work with FHA and building 
codes... dealer sales aids. Second, it pays for an effective and meaningful quality control program that assures 
you of consistently dependable quality plywood. It takes both to do the job, and the results speak for them- 
selves. In the past five years fir plywood sales by dealers have more than doubled. This year they will be bigger 
than ever. That’s why it is good business to specify only DFPA trademarked plywood. For only DFPA ply- 
wood supports you with proven promotion and quality that have—and will continue—to pace your sales. 











DFPA quality keeps them coming back 


ARE YOU USING THIS STAMP ON ALL YOUR PLYWOOD ORDERS? 


If not, send for your free stamp today. 


It’s the best way to make sure you are getting good plywood, manufactured 

by one of the more than 130 reliable mills who think enough of your 

business to give you quality plywood . . . and back it with promotion and Gwe ~ 
research needed to help you sell it properly and profitably. Your support 

is vital if these multi-million dollar programs are to continue in your behalf. ey neg geo ped on 


legibly applied to each panel. 








DOUGLAS FIR PLYWOOD ASSOCIATION, TACOMA 2, WASHINGTON 
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PLAN K profitable Trendwood* paneling for 


creating beautiful wash-and-wear walls anywhere! 


Here’s the latest in fully-finished wall mate- 
rials . . . soilproof paneling that offers new 
profit opportunities for you. New Marlite 
Random Plank (16" x 8’ x 4") is tongued and 
grooved for fast installation over furring strips 
or existing walls by even the relatively in- 
experienced handyman. And Marlite with its 
baked melamine plastic finish needs no paint- 
ing or further protection; resists scuffs, stains, 


mars, and dents, 


Sosa 


An occasional damp cloth wiping keeps it 
new-looking for years. If you’re not now 
handling Random Plank, ask your wholesaler 
to give the profit-making details on the six 
exclusive Trendwood® finishes styled by 
American Color Trends. For ready reference, 
you can see the complete Marlite line in the 
annual directory issue of Building Supply 
News. Marlite Division of Masonite Corpora- 
tion, Dept. 641, Dover, Ohio. 


ee ® 
arlite plastic-finished paneling 


MARLITE IS ANOTHER QUALITY PRODUCT OF MASONITE® RESEARCH 


Circle No. 85 on Handy Cover Card 
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set in vinyl gasket 
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The First Engineered 
Double-Hung Window 
with Insulating Glass 
Distributed Nationally - 
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The Super-Therm by BILT-WELL employs 
an entirely new concept in glazing. The insu- 
lating glass is set in a vinyl gasket that 
provides maximum weather protection and 
cushions the glass against cracking or breaking. 
Super-Therm is the prestige* window that pro- 
vides the ultimate in comfort with minimum 
heating and cooling costs and eliminates the 
inconvenience and unsightly appearance of 
storm sash. 


*Parts interchangeable with BILT-WELL Super-Hold 
and Super-Lift window units. Ask your supplier for 


Super-Therm rot 
removalhic Look for these BILT-WELL features: 
double-hun g windows 1. Unitized Construction 

2. Patented BILT-WELL vertical weatherstripping 
3. Gasket type vinyl horizontal weatherstripping 
4. Fully removable 


5. Perfectly counter-balanced 
6. Surpasses F.H.A. minimum standards 


...provide custom luxury features 
for your homes without custom cost 


The BILT- WELL Line of Building Woodwork— WINDOW UNITS, Double- 
hung, Awning, Casement, Basement. CABINETS, Kitchen, Multiple-use, 
Wardrobe, Storage, Vanity-Lavatory. DOORS, Exterior, Interior, Screen 


‘ BILT @ WELL 
Theres more to sell with mmmmetpommmmm by Caradco enn 
weoe vv ORK *y CARADCO, INC., Dubuque, lowa 
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Vital Dealer Issues Face Congress 


WASHINGTON—Congress headed in- 
to the home-stretch for early July ad- 
journment with a heavy back-log of 
legislation that could get shoved 
through, compromised or shunted 
aside in the last frantic moments. 

Still unresolved in the final weeks 
were major issues of interest to the 
retail lumber industry. These includ- 
ed housing legislation, minimum 
wages and secondary boycotts. 

There were signs, however, of com- 
promise efforts to get some bills 
passed, although neither the Demo- 
cratic Congressional leadership nor 
the Republican Administration was 
adverse to creating political issues. 

Minimum wages up. Compromises 
were made in the House labor sub- 
committee to get a minimum wage bill 
acceptable to President Eisenhower. 

Eisenhower made clear that he 
would not sign the Senate labor sub- 
committee bill, which would have 
jumped the minimum wage from $1 
to $1.25 an hour and extended cov- 
erage to 11 million additional work- 
ers. 

A compromise thrashed out in the 
House subcommittee staggered in- 
creases to $1.15 this year, $1.20 next 
year and $1.25 in 1962 with only 
4,800,000 extra employes brought 
under the minimums. 

As the House Rules Committee 
blocked the secondary boycott bill, 
the National Association of Home 
Builders began to exert its political 
strength to get the bill killed once 
and for all. 

NAHB said the language of the 
bill was so broad that it would per- 
mit secondary boycott activity, which 
would tie up construction either in 
union shop areas or in open shop 
areas. 

More housing bills. Housing legis- 
lation has reached a record volume in 
this election year. Some of it will be 
included in omnibus housing legisla- 
tion, but a large number of proposals 
represent only the groundwork for 
new programs that will be advanced 
for serious consideration next year. 

In the absence of an Administra- 
tion housing bill, the House and Sen- 
ate housing subcommittees held near- 
ly a month of public hearings simul- 
taneously on the wide range of bills 
before them. 

This took in everything from the 
billion-dollar “emergency” aid pro- 
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gram to a Central Mortgage Bank, 
extension of GI housing and new au- 
thorization for public housing, urban 
renewal and FHA mortgage insur- 
ance. 

The first move toward breaking 


down the mass of bills into manage- 
able and more likely acceptable size 
came when the House Veterans Af- 
fairs Committee abandoned plans to 
extend the GI housing program for 
five years and pushed for a two-year 
extension beyond the July 25 dead- 
line. 





New System of Housing Tabulation 


WASHINGTON—The Census _ Bu- 
reau’s long-awaited revision of housing 
starts produced few surprises but 
much confusion. 

The bureau said the volume of 
home building last year actually was 
1,553,100 units or 13% more than 
the 1,378,500 previously reported. 

Underestimating of starts has been 
going on for 10 to 20 years, the bu- 
reau said, and an accurate count of 
the current housing inventory will 
have to await tabulation of the Cen- 
sus this year. 

There has been considerable cor- 
rection, the report said, since the 
1956 National Housing Inventory 
showed that 24% more houses had 
been built since 1950 than had been 
reported. 

Census began revision of the hous- 
ing starts series last July 1 when it 
took over the reporting job from the 
Labor Statistics Bureau. 

Revised figures. Under the revi- 
sion, the number of housing starts for 
the first four months of this year was 
increased from 361,000 to 385,200 


and the seasonally adjusted annual rate 
went up from 1,148,000 to 1,262,000. 

Confusion over the revision result- 
ed mainly from misunderstandings 
and readjustments of “goals” of home 
building activity. It upset a lot of 
good cliches and may have put an end 
to some 10-year old warcrys. 

Census carried the initial revisions 
back only to 1959 with a full back- 
ward adjustment promised later. 

It might turn out, for example, 
that more homes were built last year 
than in 1950, which holds the record 
—at least currently. 

The housing economists, however, 
say that one set of figures is just 
about as good as another for spot- 
ting significant trends. 

Major changes from the old to the 
new housing starts series stem largely 
from a broader definition of what 
constitutes a dwelling unit. 

The new series includes seasonal 
and resort housing as well as year- 
round homes and apartments. Some 
low-cost and temporary dwellings not 
previously counted are now included. 





A. L.'s Dealer Sales Control 
Program Wins National Award 


New YorkK—American Lumber- 
mand and Building Products Merchan- 
diser has won its ninth professional 
award for outstanding journalism in 
the past six years. 

It is the fourth award won by A. L. 
in the Jesse H. Neal Editorial Achieve- 
ment Competition sponsored by As- 
sociated Business Publications, a pro- 
fessional business paper association, 
since the competition was started in 
1954. 


The award was made for the DSC 
(Dealer Sales Control) editorial pro- 
gram, judged by professionals to be 
an outstanding contribution to the in- 
dustry. It was presented at an ABP 
awards ceremony in New York hon- 
oring winning magazines. 

Other A. L. awards since 1954 in- 
clude five for editorial excellence in 
competition sponsored by Industrial 
Marketing, a sales and advertising busi- 
nesspaper. 
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Contest Proves Wide Variety 
Of Packages You Can Sell 


Cuicaco—As the final entries to 
the Insulation Board Institute’s sec- 
ond Package Salesman contest came 
in, the judges found almost no limits 
to the types of package sales which 
dealer salesmen can accomplish. 

Art Hood, chairman of the judges, 
announced that entries in the second 
of three contests sponsored by IBI 
have come from more than 30 states. 

In addition to residential projects 
sold, the dealer salesmen reported 
making the following package sales: 

Bus garage; roller skating rink; pool 
room remodeling; cottage remodel- 
ing; grocery store additions; refrig- 
eration sales building; motor repair 
shop; ice cream parlor; new country 
club; school remodeling; new offices; 
new cafe; hotel remodeling; 28-unit 
apartment development and ice fish- 


ing houses. 

All of the package sales featured 
one or more of the six insulation 
board products—ceiling tile, sheath- 
ing, insulating roof deck; building 
board; shingle-backer or wall plank. 

The judges are now picking the 
winners of the second contest. First 
prize for each of the three contests 
this year is $500; second prize $250 
and third prize $100, plus five $50 
prizes. Winners of the second con- 
test will appear in the July 18th issue 
of A.L. & Building Products Mer- 
chandiser. 

Postmark deadline for the third and 
final Package Salesman contest is Au- 
gust 31st. Entry blanks and complete 
information available by writing to 
Package Salesman Contest, Box 5905, 
Chicago 80, IIl. 





Dealers Give Opinions on 
Wholesaler Policies 

HARTFORD, CONN.—You’d _ think 
that all retail dealers would frown 
upon wholesalers selling direct to 
builders, applicators and prefabrica- 
tors. But such sales don’t seem to 
bother a surprising number of dealers 
surveyed by the New England Build- 
ing Materials Association. 

In answer to the question, “Should 
a wholesaler sell to a roofing appli- 
cator?”, 82% of the dealers said 
“no,” but 18% condoned such sales. 

The dealers were more in agree- 
ment about wholesaler sales to tract 
builders—95% said “no.” 

On the other hand, only 60% of 
the retailers objected to wholesalers 
selling to prefabricators. 

Slightly over half of the dealers 
objected to their wholesale suppliers 
selling building materials to hardware 
stores. 

In answer to the question, “Should 
a wholesaler make deliveries to deal- 
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ers’ jobs for the dealers?”, 69% said 
“no”, 26% approved and 5% said 
“sometimes.” 


Wholesaler Becomes Victim 
Of ‘‘Chaotic Distribution” 


ROCKFORD, ILL.—Mott Bros. Com- 
pany, whose main business is distribu- 
tion of plumbing and heating, have 
announced liquidation of their building 
supplies inventory. 

In a letter to dealers, G. N. Young- 
quist wrote: 

“Due to the present chaotic condi- 
tion of distribution in the building 
products industry we are ceasing op- 
erations at the Rockford warehouse 
now serving the lumber merchant.” 

Rockford now has only three gen- 
eral building material distributors. 

Mott’s principal business of whole- 
sale plumbing and heating is not af- 
fected by the closure of its building 
materials division. 








NEW CONSTRUCTION, MAINTENANCE AND REPAIR EXPENDITURES > pions of dollars 
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4 H billion ; 1970-$82.5 billion ; 1975-$100 billion. Maintenance and 
; 1970-.$30 billion ; 197$-$37 billion. Total: 1969-$72.5 billion ; 1960-$73.5 billion ; 1965-$91 billion ; 1970-$112.5 billion; 








HERE’S HOW EXPERTS SEE FUTURE—A continuous rise in expenditures for new con- 
struction, maintenance and repair is predicted as result as year-long study made by 
American Marietta Co., Chicago, shown above. Housing starts should climb to 1.35 
million by 1965; 1.5 million by 1970, the economic researchers predicted. 
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Teamsters Ordered To Quit 
Picketing Dallas Dealer 

Da.t.tas—Teamsters Local 745, 
which has been picketing Macatee, 
Inc., a local building materials firm 
since May 1958, has been ordered to 
stop picketing by the National Labor 
Relations Board in a unanimous five- 
man decision. 

The NLRB decision supports an 
earlier non-picketing order by an 
NLRB field examiner in February. 
The order was made under the new 
provisions of the Labor Reform Bill 
covering illegal picketing. 

Under the new law, a union cannot 
legally picket for a year after losing 
an election. The Teamsters lost a rec- 
ognition election at Macatee’s on June 
24, 1959. 


Shell Housing Mortgages 

ATLANTA, Ga.—The new Shell 
Home Finance Corp. began business 
here by committing for $4,470,000 of 
shell home mortgages and six-month 
commitments for an additional $3,- 
250,000 are planned during the second 
month of operations. 

Actual purchases of $3 million per 
month by the end of 1960 are forecast 
by William G. Hays, Jr., president of 
the new concern. 

The corporation first works with a 
builder under an interim contract, 
purchasing his mortgages from time 
to time in lots of at least five and un- 
paid principal. amounts of at least 
$12,500. 

When initial relations have proved 
satisfactory, the builder is allowed to 
specify the dollar amount of mort- 
gages he needs financed over a Six- 
month period and the finance com- 
pany enters into a firm contract to 
purchase these mortgages. 

More information is available from 
Commercial & Financial Consultants, 
508 Peachtree St., N.E., Atlanta 9, 
Ga. 


Promotes Forest Products 
With Children's Book 

To help promote wood products 
and national Forest Products Week, 
October 16-22, a 24-page, illustrated 
book, “Our Daddy Is a Lumberman,” 
is available for distribution to chil- 
dren. Sponsor is the Wood Promotion 
Committee of San Joaquin (Calif.) 
Valley Hoo Hoo Club No. 31. 

Written in simple children’s lan- 
guage, the 612” x 742” multi-colored 
book tells the story of the lumber 
business. It takes the reader from the 
forest, to the mill, wholesaler, retail 
dealer and builder. 

Bought through your lumber dealers 
association the cost is $28 per 100. 
You can stamp your name on the cov- 
er and mail copies to civic leaders 
and your prospect list. Or you may 
sell the book for the indicated 30¢ a 
copy to promote your display through 
children during Forest Products Week. 
Contact your association for the book. 
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Expert Asks: Who Will Sell the New 
Plastic Foam-Core Sandwich Panels? 


CAMBRIDGE, Mass.—F 0 am-core 
sandwich panels for home building 
can go a long way toward providing 
shop-fabricated, easily-erected com- 
ponents, but they must compete 
pricewise with in-place cost of other 
materials. And the important question 
of marketing must also be answered. 

That’s the message given to the 
Society of the Plastics Industry last 
month by Albert G. H. Dietz, pro- 
fessor of building engineering of the 
Massachusetts Institute of Technology. 

He cited plastic foams as having 
many promising attributes such as 
lightness, good thermal insulation, 
ability to be fabricated in various 
forms and strength. All this means 
that plastic foams make satisfactory 
cores for structural sandwiches. But, 
he asked: 

“How are the foam sandwiches 
going to be made available to the 
building industry? Will local deal- 
ers sell them? Will plastics manufac- 
turers establish their own outlets or 
will the raw materials go to building 
materials manufacturers who in turn 
will make the panels?” 

Dietz also posed these questions to 
the plastics producers: 


* How do we know that the plastic 
foams will last for the life of the 
sandwich panel? Will they remain sta- 
ble dimensionally? 

* What standards have been drawn 
up by reliable impartial agencies for 
the foam-core panels? 

* Can fire and structural safety of 
these panels be established? Because 
these panels depend on the combined 
action of core and facings and many 
codes do not recognize such con- 
struction, how is their adoption to be 
affected? 

Unless building codes provide for 
the incorporation of plastics in build- 
ing, their use will be severely restrict- 
ed, the engineering expert pointed out. 

He said that the plastics industry 
must demonstrate that plastics are 
reliable materials and standards must 
be created backed by tests. 

“Most code authorities are not 
averse to approving new materials 
and products if it can be proven that 
they are safe and reliable,” Dietz 
declared. 

“Too often the manufacturers of 
new products demand approval on 
the basis of inadequate evidence and 
are incensed when it is denied.” 





“Easy Living’’ Campaign 
Launched by Reynolds 

RicHMOND, Va.—A _ $2,500,000 
advertising and promotion program 
to sell more homes faster by capital- 
izing on the public’s desire for “lei- 
sure living” has been started by Reyn- 
olds Metals Co. 

The new program is an extension 
of the firm’s House of Ease promo- 
tion, according to David F. Beard, 
general director of advertising. First 
objective is to sell “good living 
through homeownership” and the sec- 
ond objective is to merchandise Reyn- 
olds aluminum building products, he 
said. 

Builders can tie-in other manufac- 
turers’ material to the “Easy Living” 
material and have a coordinated mer- 
chandising campaign. As many as 
1,000 builders may participate in the 
campaign, the manufacturer states. 

The theme will be used in national 
magazine advertising and on network 
television. 

Materials for complete local ad- 
vertising, public relations and promo- 
tion campaigns will be supplied to 
builders at a nominal charge. 


New Florida Gypsum Plant 


OAKLAND, CALIF.—Kaiser Gypsum 
Co. has exercised its option to pur- 
chase 24 acres of property in Jack- 
sonville, Fla., as a site for a multi- 
million dollar gypsum building prod- 
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ucts plant, says vice-president Claude 
E. Harper. 

The plant is scheduled for com- 
pletion in 1961. It is the second new 
Kaiser gypsum plant announced in 
recent weeks; on April 25 the com- 
pany announced plans for a new fa- 
cility in Houston, Tex. 

The new plants will raise to seven 
the number of major factories oper- 
ated by Kaiser Gypsum, a subsidiary 
of Permanente Cement Co. The firm 
entered gypsum product production 
in 1949, 


BIG BOX BEAMS GO EAST—The 78’ 
long boxed plywood beam above was 
said to be the longest unbroken plywood 
span used in the east. Six of the beams 
were used in a Rockland County, N.Y., 
terminal. According to the Greentree Co. 
spokesman, fabricators, the use of ply- 
wood saved about 20% on cost of the 
installation as compared with steel 
trusses. 


Teamsters Drop Lumberyard Plan 
To Replace Carpenters Local 436 


CLEVELAND—Teamsters Local 436 
has dropped an attempt to replace the 
AFL-CIO Carpenters Local 509 as 
bargaining agent for 500 local lum- 
beryard employes. 

The decision by the Teamsters to 
drop their effort to replace the Car- 
penters was announced by the Na- 
tional Labor Relations Board. The 
Teamsters had previously petitioned 
for an election to determine its claim 
to represent lumberyard employes. 


Gives Away a Cadillac 


Houston, Tex.—Clark Alumi- 
num Co. announces that Richard V. 
Reis of Big Bend Lbr. Co., Maple- 
wood, Mo., has been presented with 
a free 1960 Cadillac won by him in 
the firm’s national 15th anniversary 
drawing among dealers. 


Explains Home Improvement 
Projects for the Handyman 


Home craftsmen can learn step-by- 
step how to build 35 home improve- 
ment projects in a new, illustrated, 
144-page book tailored to the ama- 
teur’s ability and requirements. 

Highlights. Guesswork is eliminated 
and short cuts explained in action 
photographs and dimensional draw- 
ings of tool racks, work benches, 
storage cabinets, tables, bookcases, 
fences and a bedroom storage wall. 
Highlighted are building of such major 
improvements as a foyer, fireplace, 
kitchen, picture window, log cabin, 
sled and playroom bar, complete with 
TV and hi-fi, that retracts into a wall. 

“How to Build It” may be pur- 
chased for $2.50 from a bookstore, 
or directly from the publisher, Arco 
Publishing Co., Inc., 480 Lexington 
Ave., New York 17. 


Inexpensive Publications 
Aid Management Decisions 

Four publications you may find 
helpful as a building materials dealer 
include three recently issued by 
the U.S. government. 

“Store Modernization Check List” 
helps plan orderly store revamping. 
Free from the Small Business Admin- 
istration, Washington 25, D.C. 

In addition, SBA has issued “Small 
Marketers Aid, No. 53” listing things 
you can do to improve your sales 
force. 

Who must keep what records how 
long in case of federal audit is ex- 
plained by General Services Admin- 
istration in Part Il, March 18, Fed- 
eral Register. Cost is 15¢ from the 
Government Printing Office, Wash- 
ington 25. 

“Problems and Opportunities for 
Capital Goods Marketing during the 
60’s” has been published by Ma- 
chinery and Allied Products Institute, 
1200 16th St., NW, Washington. Cost 
25¢. 
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How to make more money, easier 


Push the BIRD WIND SEAL, the 
mighty shingle that won't blow off! 


e powerful seals spaced for drainage 
THE MIGHTY BIRD WIND SEAL ae Ss em e proved to hold in 125 MPH hurricanes 
IS WORTH THE EXTRA COST, and im Cee @ lay fast in the usual way — no pulling 
ee ans apart or turning 

i Sams ES sy @ long lasting double-surfaced 
from you know it. Because more and § 20s osieeageuue ke construction 


more home owners are demanding this Sica ane e advertised to your customers in The 
ee Maat @. @ Saturday Evening Post 


the applicators and builders who buy 


great shingle. This is due to powerful 


national advertising, plus word-of- ~~ coe oma 
mouth recommendations from satisfied customers. Remember: q 4 | | 2 ] y 


the Bird Wind Seal costs a little more, so you make more money 


every time you ring up a Wind Seal sale. And every Wind Seal sale | - Y 
ind Se 
leads to more of same. h ¢€ ( 1 
SHING LES 


Birp & Son, INC. BIRD | 
E. Walpole, Mass. « Chicago, Ill. « Shreveport, La. « Charleston, S. C. am] 
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Meet Harry Pond, sawye 





PALCO—over 90 years of leadership built by people, plant, product 





emeritus... 


...“Sawyer Emeritus” is a title 
rather unusual in the lumber 
industry, but it certainly applies 
to Harry Pond, a “dean of saw- 
ing” if there ever was one. For 
Harry is a master craftsman in 
the extremely critical and exact- 
ing art of guiding huge logs 
through the head rig band saws, 
knowing precisely when and 
where to signal the cut to get 
the most choice vertical grain 
lumber possible from each dif- 
ferent log...a task much like that 
of the skilled diamond cutter. 


Harry knows his trade, as a 
50-year man with Pacific. Look- 
ing toward retirement and more 
time for his prize horses, he still 
spends many hours a day in the 
mills, supervising sawing and 
quality control, passing on his 
knowledge to those who follow. 


Although sawing is perhaps 
the most notable, there is hardly 
a job anywhere in the process 
of producing quality lumber that 
does not demand a high degree 
of individual skill and trained 
judgement. 


You can rely upon the ex- 
perienced people of Pacific to 
maintain our more than 90-year 
tradition of leadership as the 
dependable source for Architec- 
tural Quality Palco Redwood — 
the industry’s standard of com- 
parison. 


PAL C @ 


THE PACIFIC LUMBER COMPANY 


Mills at Scotia, Eureka, and Elk, California 


100 Bush St., San Francisco 4, Calif. 
35 E. Wacker Dr., Chicago 1, lil. 
2185 Huntington Dr., San Marino 9, Calif. 


Member of California Redwood Association if 
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Roofing Executive Rips FHA Standards 


WASHINGTON—-The chairman of 
Lloyd A. Fry Roofing Co., which 
operates 19 asphalt roofing plants 
and 12 felt mills, charges that the 
Federal Housing Administration has 
“knowingly ignored” the basic im- 
portance of the roof in its Minimum 
Property Standards. 

Testifying before the Senate sub- 
committee on housing, Lloyd A. Fry 
said that the MPS require only the 
cheapest asphalt shingles, which have 
a maximum life expectancy of only 
10 years. He said: 

“The FHA is fully informed of the 
fact that the maximum written guar- 
antee, given by any manufacturer on 
the MPS ‘210 Asphalt Strip Shingle’ 
is for 10 years. The FHA is likewise 
fully aware that their MPS do not 
require any guarantee, from any man- 
ufacturer, for roof performance, al- 
though available. 

“We have the FHA, authorized to 


use Government credit, to guarantee 
payment of mortgages on buildings 
for periods of 20 years and longer, 
permitting the use of roofs that carry 
a maximum guarantee of only 10 
years.” 

Fry declared that the home buyer 
“believes that the term ‘meets FHA 
requirements’ means the roof and all 
construction elements will last for the 
life of the mortgage, and longer, 
when he signs the papers.” 

All asphalt roofing producers are 
equipped to immediately supply as- 
phalt shingles of high quality that are 
bonded for a minimum of 20 years 
and that last much longer, the com- 
mittee was told. 

Fry requested that the committee 
take steps to have the FHA correct 
the MPS specifications to require all 
roofs be bonded or reliably guaran- 
teed to last for a minimum of 20 
years. 





Mergers, Expansions by Manufacturers 


Weyerhaeuser and Roddis 
Agree on Plan to Merge 

Tacoma, WasH.—A plan _ under 
which properties of Roddis Plywood 
Corp. would be transferred to Weyer- 
haeuser Co. in exchange for Weyer- 
haeuser stock has been agreed upon, 
according to Norton Clapp, president 
of Weyerhaeuser, and Carroll Blanch- 
ar, president of Roddis. 

Under a memorandum of intent 
signed by the two companies, Roddis 
shareholders would receive .56 of a 
share of Weyerhaeuser stock for each 
Roddis share. The transaction is sub- 
ject to negotiation of a definitive 
agreement, further examination of the 
Roddis properties by Weyerhaeuser 
and approval by Roddis stockholders. 

The merger will mark Weyerhaeus- 
er’s entry into the hardwood field. 
“The Roddis business will be managed 
intact as a division of Weyerhaeuser, 
explained Clapp. 


* Georgia-Pacific Corp., Portland, 
through its wholly-owned subsidiary, 
Coos Bay Timber Co., has purchased a 
large tract of timberland in southwest 
Oregon. The transaction is unofficially 
estimated to involve up to 13,000 acres 
of timberland valued at as much as $10 


million. 


* Pacific Coast Co., San Francisco, re- 
ports it will ask its stockholders to ap- 
prove the sale of substantially all of its 
extensive timber holdings to Union 
Lumber Co. Union Lumber has agreed 
to pay $11.2 million, less the value of 
timber removed between Jan. 1 and 
May 31, for Pacific Coast’s timber- 
lands and related manufacturing facil- 
ities, a Pacific Coast official says. If 
the sale is approved, Pacific Coast will 
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expand its remaining plywood manu- 
facturing plant and its steamship and 
mining divisions. 


* Completion of a $1.5 million pro- 
gram to expand and improve produc- 
tion facilities for metal lath and to en- 
large its lath offerings is announced by 
Republic Steel Corporation’s Truscon 
Div., Youngstown, Ohio. 


* Vice-president A. E. Montgomery, 
Boise (Ida.) Cascade Corp., announces 
his firm has acquired American 
Wholesalers, Inc. of Phoenix, Ariz. 
American Wholesalers will now be op- 
erated as a wholly-owned subsidiary of 
Boise Cascade. The acquisition marks 
Boise Cascade’s first entry into the 
Arizona market, Montgomery said. 


* President Wilfred R. Kahn of 
Northeastern Wholesalers, Inc., Mama- 
roneck, N. Y., reports that construction 
of a new warehouse by his firm is al- 
most completed. The added 140,000 
cubic feet of space represents North- 
eastern’s seventh expansion in 10 years, 
says Kahn. Northeastern services some 
6,000 lumberyards east of the Missis- 
sippi and is a major distributor for 
Kwikset Sales & Service Co., Schlage 
Locks, NuTone fans and 560 other 
manufacturers in the builders’ hard- 
ware and specialty field. 


* President William C. Stolk, Amer- 
ican Can Co., New York City, reports 
his firm has added to its timberland 
holdings through the acquisition of The 
Allison Lbr. Co., Bellamy, Ala. The 
Allison property includes about 125,- 
000 acres, most of which is in pine. 
Purchase price of the acquisition was 
not disclosed. 
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Obituaries 
* Harry J. Zegers, Jr., president of Ze- 
gers, Inc., Chicago, died recently after 
a long illness. He was 61. 





¢ G. M. Callaway, administrative as- 
sistant to the general manager of Inter- 
national Paper Co., Long-Bell Div., 
Kansas City, Mo., died recently. 


* Hugh A. Gillis, 67, traffic manager 
of the Western Pine Association in 
Portland, Ore., for 33 years, died re- 
cently after an extended illness. 


* Ben F. Tepe, founder of the White 
House Lbr. Co. in Pampa, Tex., died 
recently in Oklahoma City after a 
Short illness. 


selling opportunities...in ¢ Harley Watson Ecker, 77, for many 


years a wholesale lumber salesman in 
Ind. and Mich. and owner of the 
Wholesale Lbr. Co. of Orlando, Fla., 


‘their own areas...so they can. | 3 Sat ™ mmm @ 197, 


. Free-form Plastic Roofs 
tic planks can now be bent to any 
desired roof contour and become an 
Se integral part of thin shell roofs. 
t h em t h e mo st DNS A new system of using the foamed 
, wy polystyrene will give architects unlim- 
ited freedom of design. It will also 
bring economies in construction, Dow 
. ~ engineers say. 
Th ey use dai ly Ry ay = The foamed plastic planks serve as 
WSS BSS a form for the permanent roof, as 
: " thermal insulation and as a vapor 
barrier. Research with the new roof 
system is being conducted at Purdue 
. oer igf toe ae with Ms Sigs of 
. exas home builders to bui omes 
it yOu do business anywhere “from the top down” with thin shell 
= roofs using the Styrofoam forms, the 
Dodge in the 37 Eastern states precy aly 


F.w. DODGE 


SEND FOR 
THIS FREE 
BOOKLET 


CORPORATION 


Reports 


FOR TIMED SELLING 
TO THE 
CONSTRUCTION INDUSTRY 


F, W. Dodge Corporation, Construction News Division 
119 West 40th Street, New York 18, N. Y., Dept. AL-60 


Send me the booklet “How Material and Equipment Firms Get 
More Business in New Construction” and let me see some typical 
Dodge Reports for my area. I am interested in the general markets 
checked below. 


VINYL PIPE GETS THE HEAT—Water at 
180 degrees is fed into sink through hot- 
water lines made of B. F. Goodrich 
Chemical's hi-temp Geon. New plastic is 
said to withstand temperatures 60 de- 
grees higher than conventional vinyls, 
opening up plumbing market to plastic 
industry. Light-weight and heat resist- 
ance mark it for prefabed walls of kitch- 
en and bathroom piping. Several manu- 
facturers will market piping soon using 
the Goodrich resin materials. 


[) General Building C) House Construction 
[] Engineering Projects (Heavy Construction) 


Area 





Name 
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EASTERN SPOTLIGHT 


P-B Component Plan Told to Dealers 


SPRINGFIELD, ILL.—Material Sup- 
ply Co. created a stir among 250 re- 
tail building materials dealers and con- 
tractors when it introduced the latest 
addition to its line here May 24. 

Now offering Homasote board in 8’ 
x 12’ or 14’ weatherproof insulation 
sheets, Material Supply says the hard- 
board made from reclaimed newsprint 
will not crack or break when bent into 
almost any shape. Corners need no 
bracing. 

F, Vaux Wilson, Jr, Homasote Co. 
vice-president, told the gathering one 
regional distributor servicing 100 deal- 
ers can fabricate Homasote into com- 
ponents for floors, walls, ceiling and 
roof decking. 

“You can beat the prefab home 
builders at their own game using our 
components,” he declared. 

Claiming use of Homasote compo- 
nents cuts 215 hours from the building 
time of regular prefabers, Wilson 
maintained “they can be sold for 
about 15% lower price and still give a 
good margin of profit.” 

Edward Whalen, Homasote midwest 
manager, showed lumber dealers and 
contractors a movie detailing step-by- 
step “the ease with which a house can 
be erected in two days.” Homasote was 
first manufactured in 1909. Compo- 
nent fabrication began in 1935. (See 
A.L. June 6th issue, page 76.) 

“We only distribute through whole- 
salers and dealers,” Whalen pointed 
out. “There is no bypassing. Further- 
more, we've never cut price on our 
material and refuse to sell to anyone 
who will. That’s why the dealer need 
not worry about taking a loss on 
Homasote.” 

Gene Hiveley, Material 


( i Supply 
president, introduced the 


speaker. 


RGR OARS RE 


HOMASOTE 48 roof display in Elks Club, 
Springfield, Ill. This half-roof showed 
250 area lumber dealers and contractors 
uses of the hardboard insulation mate- 
rial which must be wet before installa- 
tion. 


Edward Flynn, local sales manager, 
was in charge of the meeting in the 
Elks Club, where several other firms 
also exhibited. 

Ohio meeting. As part of Homasote’s 
introductory program for its Precision- 
Built house components, Griff Clark, 
chief engineer of the Trenton, N. J. 
firm, keynoted a seminar-demonstra- 
tion for Cincinnati-area retail building 
materials dealers, sponsored by Ohio 
Valley Supply Co., Cincinnati distribu- 
tor. 

Tom J. Dougherty, Ohio Valley Sup- 
ply general manager, presided. Richard 
Groshong, Homasote Cleveland divi- 
sion manager, and James Lohr, Day- 
ton, southwest Ohio representative, 
showed a movie of Homasote compo- 
nents. 





How to Get Reimbursed for 


Goods Damaged in Transit 


Here are a few points to check the 
next time your merchandise is lost or 
damaged in transit. 

1. At the time of delivery, mark 
the receipt with a notation of the 
damage and have the truck driver 
sign it. This makes the delivery re- 
ceipt double as a damage report. 

2. Notify the carrier’s agent at 
once, either verbally or in writing; if 
damage is large, do both. 

3. On carload shipments inspection 
by the railroad agent should be re- 
quested before the car is unloaded or 
pictures taken of the interior of the 
car. This establishes damaged arrival. 

4. Bulk shipments of sand or gravel 
arriving with a depression in the lad- 
ing indicate loss and if large enough 
reweighing of the car should be re- 
quested. 

5. Do not stop action after giving 


notice of damage; this does not con- 
stitute filing a claim. Claims should 
be filed on standard claim forms, 
these are self-explanatory and simple 
to use. They are obtained from rail- 
road and trucking company agents. 

6. Act premptly. Under the law, 
claims may be filed within nine 
months, but prompt filing assures 
faster settlement. 

7. Qn concealed damage, written 
notice of damage should be filed with 
the carrier within 15 days of delivery. 
Absence of this notice may serve as a 
basis for declining the claim. 

8. Usually claims for damaged ma- 
terial repaired can include material 
and labor plus a reasonable percent- 
age for overhead on the labor. Claims 
for material that is a complete loss 
should include invoice value plus 
freight. 
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Safe Timber Construction 


MONTREAL—Glued-laminated tim- 
bers will retain their strength and 
shape in a fire longer than any other 
common building materials, according 
to H. E. Thompson, the fire research 
engineer for the Canadian Wood 
Development Council. 

Thompson told a meeting of the 
National Fire Protection Association 
here that modern timber construction 
will provide “more resistance to col- 
lapse than many non-combustible 
structures. 

“We need more emphasis on pro- 
tecting the people and goods inside 
buildings and less reliance on so-called 
fireproof structures,” he said. 


Board Stretching Program 

SoutH Euc.iip, On1o—The do-it- 
yourself department at the South Eu- 
clid Lumber Co. has a unique “board- 
stretching” program for bungling 
home handymen, who saw their lum- 
ber too short. 

How can boards be stretched? 
Leonard Nyman, sales manager, said 
that it’s simple. South Euclid hands 
over a new piece of lumber for every 
ill-cut board. 

“This program gives hesitating do- 
it-yourselfers the confidence or cour- 
age to tackle any job,” Nyman said. 


Wage Rise Slows Down 
WASHINGTON—Average hourly 
wage scales of union building trades 
workers rose 0.2% during the first 
three months of 1960, the US. 
Department of Labor reports. The 
rise was about half of those regis- 
tered in the preceding quarter and in 
the first quarter of the past two years. 


School Building Decline Seen 

WASHINGTON—The annual enroll- 
ment increases in schools will fall 
off during the coming decade, ac- 
cording to the United States Chamber 
of Commerce. 

In a special report, the Chamber 
stated: 

“The population explosion is over. 
The millions of war babies are now 
teenagers.” 

As a result, it was said, within five 
years the country will require only 
half of the many new classrooms an- 
nually as have been built in the last 
few years. 


Porcelain Enamel Report 

Detroit—The first house ever 
built of porcelain enameled panels 
has lasted nearly 30 years with no 
sign of deterioration, according to 
Fenestra, Inc. 

Only 2% of porcelain enamel 
homes built right after World War II 
have been redecorated, according to 
a survey just released by Fenestra. 
The other 98% of the owners liked 
the houses as they were. 


26A 



































OS RIGA =) 





eter tee te gh ast. aedenen sc akae 


Sa ig ee : 





















































EXCITING 


LS 


4 “K&M” KAMWALL— 


; 


| 


a revolutionary new flexible 
asbestos-cement structural 
sheet! Bend this 4’ x 8’ sheet 
around corners or over obsta- 
cles! Staple or nail it without 
pre-drilling. Cut it with a car- 
penter’s saw, or score it with a 
knife. it challenges hardboard 
and plywood for the do-it-your- 
self and professional markets. 


‘“‘K&M” PLASTIC- 
COATED SHAKE 


Shingle has the classic beauty 
of a shake and the durability of 
stone! Seven high-fidelity trend 
colors. Acolor film that breathes 
... prevents blistering and 
peeling. For any style, size, or 
price range of home. 


PRODUCTS 


IN MIXED TRUCK LOADS 


Handsome, eye-catching new designs! Years-ahead, buy-appealing fea- 
tures! New profit-making uses for asbestos-cement! You'll find all of that 
in these great sales-stimulating products from “K&M”! Plus asbestos- 
cement durability and asbestos-cement economy! 


These five, pace-setting profit-makers are only part of the package from 
“K&M’’. You also get full truck-load rates on every item in a mixed load. 
Plus fast, efficient delivery service, usually within 24 hours. 


You get strong merchandising support that grasps your customer’s atten- 
tion and arouses his interest . . . floor, counter, and window displays; and 
sample cases. In addition, a muscular local newspaper campaign by 
“K&M” builds recognition and interest in these quality building products 
from home-oriented prospects. 


Free! Write today for further information on 
the five pace-making products from “K&M”. 
Plus information on “K&M” services and 
promotional support that brings in customers 
and makes registers ring. Just write to: 
Keasbey & Mattison Company, Ambler, 
Pennsylvania, Dept. B-2960. 


KEASBEY & MATTISON 
at Ambler 
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ASBESTOS 


Decorative Panel has deep ran- 
dom striations that give it strik- 
ing eye-appeal. Creates eye- 
delighting effects in playrooms, 
as siding for homes, garages, 
carports and breezeways. Alone 
or with plain sheets for con- 
trast. For do-it-yourselfers and 
professionals. 


4. “K&M” PROMENADE 


TILE 


is made to take a beating. Just 
look at the uses you can sell 
Promenade Tile for: garden 
walks, sun decks, patios, swim- 
ming pools and flat roofs. This 
spanking new “K&M"’ product 
opens big new profit-making 
markets for you. 


‘““K&M” PANEL SHEET 


is one of the buy-appealing new 
designs in corrugated asbestos. 
It’s tough, sturdy, and long- 
lasting! Has the same applica- 
tions as Corrugated Asbestos, 
but with a new look. 
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Promote Family-Recreation Rooms 


e Ideas for Ads 
e Complete Layouts 
¢ High quality illustrations 


ADservice, produced by American Lumberman, has unique flex- 
ibility. If you promote remodeling, illustrations are offered on all 
big ticket packages. And when a multi-item ad is planned you 
have your choice of hundreds of product mats. 


There are now 34 mat pages available. Each page sells for $3.95, 
less in quantities, and you get a large heading illustration and from 
six to seven smaller illustrations on every page. With each page, 
we also provide suggested layouts and copy. 


Package 2 


Products and’ 
Applications 
Acoustical tile 
Awning, window ... 
Caulking 
Christmas patterns 
Combination doors 
Combination windows 
Counter top 
Doors, interior ... 
Fan, kitchen .. 
Fence, picket 
Floor tile .... 
Hardboard, perforated .. 
Insulation, blanket 
Insulation, pouring 
Kitchen cabinets 
Louvered shutters, interior.... 
Lumber, piece-price 
Outd an Paint, exterior 

utdoor living Paint, interior ... 
Paneled room aes Ping pong table. 
Planning help Plywood 
Plywood Roof cement 
Roofing, shingles .... 
Storm sash 
Table legs .. 
Tools, hand 
Train table, plywood. 
Wall tile 
Weatherstrip 
Wrought iron raili 


Theme and Project 
Illustrations 
Add-a-room (exterior) .. 
Add-a-room (intérior)..... 
Add-a-room (sketches) .. 
Attic room tes 
Christmas, headline illus......... 
Dormer 
Entrance, before-after 
Family-recreation room .... 
Garages 
Garage converted to room 
Get ready for winter. 
Home improvement 
composite) 


Insulation 











Modernization Magic 
Money to loan 





Screened porch 
Warehouse sale 





Package 1 


Cornice, plywood 
Counter tOp  ......cceese 
Cutting board .... 


Doors, combination 
Doors, flush 


Theme and Project 
illustrations 


Add-a-room 

STIRS FROGTID setccsccssescecercenstesecsenseres 

Christmas, general 

Christmas, recreation room 
Doors, louver .............. 


Fence, ornamental ..... 


Garage selection ... Fence, pickets .............. 
‘ence, 


Home workshop, tools ......... shi 
Home improvement for interiors... 
Kitchen remodeling. ............-... 





Recreation rooms ... 
Spring check-up ..........0.----rreesesweee 


Products and 

Applications 

Adjustable post 

Blanket insulation. ............-.:sser 


Caulking gun 
Cedar closet lining .. 
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Doors, folding ............-.. es a 
Doors, interior ............. rons @ + ar 


THERE’S NO WINTER SLUMP in yards merchandising indoor 
sales packages with ADservice materials. Page 32, above, in 
the ad program makes it easy to go after more recreation room 
business. Other mat pages cover kitchens, attic rooms and many 
individual products such as insulation, paneling, laminates, 
doors—all the related items which make up high-profit, saleable 
packages. ADservice is not a ‘‘canned"’ proposition. We fur- 
nish layouts but rely on each dealer to stress his own individual- 
ity, product lines and services to the customer. 


Paint Drushes ..........c-ccccccesseeeserees 3, 
Paint, exterior ......... nese 
Paint, interior 

Paint, MABONTY  2..0....0:cvseseersereensrrere 
Paint, roller and tray E 
Ping pong table ......... 


Chicago 3, ill, 


Plywood handy panels 
Plywood paneling 
Fencing. ............ peccensetiit Plywood train base 

; 5 Posts, fence ......... 


built-ins enemy (Circle pages desired) 


Package 1 
1, 2, 3, 4, 5, 6, 7, 8, 9, 10, 11, 12, 13, 
14, 15, 16, 17, 18, 19, 20, 21, 22 
—_____ pages @ $3.95 
entire package $82.50 





Packoge 2 
23, 24, 25, 26, 27, 28, 
29, 30, 31, 32, 33, 34 


pages @ $3.95 
entire kage $44.90 
Catalog Send free caotclog..._..! 2 








Nome 





Addco 





City 
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MEN /n the news 


* The Ruberoid Co., New York City, 
announces the election of Seymour 
Milstein as a vice-president and mem- 
ber of the executive committee. He 
was formerly president of Ruberoid’s 
Mastic Tile Div. and will continue as 
vice-president and general manager of 
that division. 


¢ Byrne Manson, director of engineer- 
ing and research for Simpson Red- 
wood Co. at Arcata, was recently 
elected president of the Technical Ad- 
visory Council to the University of 
California’s Forest Products Labora- 
tory. He succeeds A. Bristow Hood, 
vice-president and general manager of 
Ralph L. Smith Lbr. Co. at Anderson, 
who is retiring from the Council. 


¢ E. Harold Boyles has been named to 
the newly-created position of director 
of advertising and public relations of 
Crown Aluminum Industries Corp., 
Pittsburgh, Penna. 


¢ Managing director Horace G. Pierce 
of the Northeastern Retail Lumber- 
men’s Association, Rochester, N. Y., 
announces two appointments: Miller 
C. Boldt and John J. Brill Jr., have 


3 


been named executive assistant and ad- 
ministrative assistant, respectively, of 
the association. 


* President William F. Forrest of the 
Pacific Plywood Co. of Dillard, Ore., 
has been elected president of the new- 
ly-formed West Coast Particleboard 
Association. The following five Ore- 
gon firms are charter members of the 
new association: Brownsville Particle- 
board, Brownsville; Pacific Plywood 
Co., Pacqua Div., Dillard; Willamette 
Fiber & Chipboard, Sweet Home; and 
Haskins Wood Products, Ore. Ltd., 
Swisshome. 


¢ Ponderosa Pine Woodwork, Chica- 
go, announces the appointment of 
T. J. Kiotter as assistant general man- 
ager. 


* Wm. H. Ransopher, Geo. W. Hays 
& Son, Clyde, was elected president of 
the Kansas Lumbermen’s Association 
at the group’s recent annual meeting. 
Other newly-elected officers include: 
first vice-president, Harold Eagleton, 
Larson Lbr. Co., Salina; second vice- 
president, Dean Hess, Hess Lbr. Co., 
Colby; and executive secretary, Mar- 
vin Von Fange, Salina. 


NAHB Looks for 10%-15% 
Fewer-Houses; Land Up 8%, 
WASHINGTON—The nation’s home 
builders look for their business to pick 
up in the last half of this year but 
they still expect to construct 10-15% 
fewer houses in 1960 than in 1959. 


The optimism, despite a. slow start 
in the first half of the year, was re- 
flected in the spring survey of the Na- 
tional Association of Home Builders’ 
Builders Economic Council. 


NAHB President Martin L. Bart- 
ling, Jr., said a slight easing of the 
money market in mid-spring will per- 
mit more building in the fall. 

“Circumstances have helped us,” he 
said, pointing out that increased avail- 
ability of construction and mortgage 
money resulted from generally slug- 
gish business conditions plus a sur- 
plus in the federal budget. 


Replies in the survey indicated a ma- 
jority of the builders expected money 
conditions to remain about the same 
for the rest of the year, but more ex- 
pected an easing than did a tightening. 

Bartling told a mews conference 
there has been some trimming of dis- 
counts by lenders, but he said built-in 
forces in the economy will prevent 
reduction of interest rates “in the ab- 
sence, of a major depression.” 

The survey showed that conven- 
tional loans carriéd an average inter- 
est rate of 644%. 





CERTIGRADE 


SHINGLES 


tly square 


Squared-&-Rebutted cedar shingles— 
bearing this familiar label of inspect- 
ed quality—are favored for beautiful 


wall application at low cost. Be certain 
this label appears on every bundle... 


assure yourself and your customers 


of reliable Certigrade quality. 


RED CEDAR SHINGLE BUREAU 


5510 White Building, Seattle 1, Washington 
550 Burrard Street, Vancouver 1, B. C. 
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How’s Business ? 


Building Products Dealer Sales Pulse 


Marketing Regions (see mop page 30) 


Zone 2 Zone 3 
Middle South 
Atlanti Atlantic 


Zone 9 
Pacific 


Zone 6 Zone 7 
West North West South 
Central Central 


Zene 8 
Mountain 


Zone 4 Zone 5 
East Nerth East South 
Central Central 





Sales: May ‘60 vs. 
May "59 + 5% 
5 months ‘60 vs. 
5 months ‘59 +10% 
Accounts receivable 
May 31, "60 vs. 
May 31, '59 
inventory: May 31, '60 
vs. May 31, ‘59 


+ 2% + 5% 
+10% Same 
+15% +15% — 5% 

+10% + 5% +10% 
Next quarter's sales 


estimate + 5% Same + 5% 
May weather Mixed Poor Good 


—16% 
—15% + 6% 


—12% +20% 


+10% Same Same 


+10% +12% +20% +25% 


+28% 


—18% 


—20% Same Same 


+50% + 5% — 5% +35% 
+35% 


+ 5% — 5% 
Poor Poor 


+ 4% +-10% —10% Same Same 


+15% 
Poor Good Mixed Good 





Thus far the expected spring upsurge in home building has 
failed to materialize. Building materials dealers who did little 
or no business through mid-April mostly adopted a “wait-and- 
see” attitude toward increasing inventories. A great many lum- 
ber dealers, however, appear to take a chins-up attitude. 
Geared to ever-higher capacity, northwest mills found stocks 
not moving. As this issue went to press, the slow market was 
taking its toll of lumber and plywood mill production. Between 
30 and 35 mills have cut back on production as fir and pine 
shipments slack off and inventories remain high. 

Two British Columbia plywood plants laid off almost 4,000 
workers to make “readjustments.” Another firm went to a four- 
day week to avoid layoffs. Canadian action followed U. S. 
northwest curtailment of plywood production. Firms that 
quoted $60 a thousand feet for sanded stock are out of the 
market and the price has firmed at $64. It is said some pro- 
ducers welcome the slowdown because “they have been mov- 
ing too fast.” Most, however, feel the situation will pick up 
from now on. 

FHA figures just released hint at future home building activ- 
ity. Normally, FHA applications indicate housing starts three 
or four months in advance. This year applications in April 
sagged 18% from March, but starts advanced 22% over the 
windy month, a gain second only since 1955 to the 34% in 
April, 1958. It appears that starts in northeast and central 
states will begin to rise. 

Private home building, seasonally adjusted at annual rates, was 
revised in March to 1,125,000 units. In April it totaled 1,135,- 
000 as contrasted with 1,403,000 in March, 1959 and 1,434,000 
in April a year ago. 

Lumber shipments of 445 mills reporting to the National Lum- 
ber Trade Barometer were 9.3% above production during the 
week ended May 28. New orders fell 11.3% below production. 
Gross national product for the first quarter of 1960 reached 
$500.2 billion adjusted at seasonal annual rates. 

Purchasing power of the dollar at wholesale fell off slightly in 


Millions 
2.0 





NEW PERMANENT NONFARM DWELLING 
UNITS STARTED (privately owned) * 


| 
*Seasonally adjusted, 
ot annuol rotes 








| ' 
(Seeee es saeco eee eee eeeeeeeeeee! 


1958 1958 1960 





March to 83.3 and remained at that level in April. This is 43.6 
measured against the 1935-39 index. 

Government figures show the wholesale price index of lumber, 
when the 1947-49 index equals 100, to be 124.5 in March and 
124.2 in April. The latter figure equaled the March, 1959 in- 
dex, but was down from 126.3 in April a year ago. 

Redwood production for April totaled 46,575,000 board feet, 
it was reported, compared with 54,489,000 in March and §2,- 
285,000 in April, 1959. 

Orders from 95 identical mills for 10 Western Pine region 
woods totaled 63,516,000 feet for the week ending May 28, 
compared with 63,911,000 the previous week and 74,859,000 
feet for the same 1959 week. 


index, 1947-49 = 100 
130 
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METAL LATH BY WHEELING 


PARALLEL § 


FAST AND 


SMALLER OPENINGS 
REDUCE PLASTER LOSS 


a SE, 


MORE OPENINGS PER FOOT 
GIVE BETTER KEYING ACTION! 
“te, -F 
* ae 
uae ~ 


_ 


SALEL 
te 


% 
_ 


me 


i 
~ 
= 
~*~ 
oe 
“ey 
~ 
me 
= 
, 7 
~*~ 
~*~ 
| 
~ we 
~ 


* 


AALaS 


$4 


<= a 
SQUARE ENDS ASSURE 
EASIER APPLICATION! 


AAA 


INTRODUCING THE NEW 3/8” RIB LATH 
THAT SAVES LABOR, PLASTER! 


Here’s the self-furring lath that has every labor-saving, 


plaster-saving feature your customers want! It’s new 
Wheeling 3/8” Rib Lath. 


Cuts plastering costs! Smaller mesh openings and sci- 
entifically designed strands mean better keying... less 
plaster waste. Specially designed inverted 1/8” side ribs 


prevent humps where lath meets... end harmful lath 
build-up caused by high side ribs. 


BANTAM DIAMOND LATH 


Cuts lathing costs! Wheeling 3/8” Rib Lath aligns fast 
and sure because it has square ends and parallel sides. 
The completed job is better, too, because every rib is 
straight to assure top strength overall at all times. 

Ask your Wheeling man for the facts on how we can 
provide ‘‘one-stop” shopping on all your 
metal lath and accessory needs. Wheeling 

Corrugating Company, Wheeling, W. Va. 


THE COMPLETE LINE OF WHEELING METAL LATH AND ACCESSORIES INCLUDES: 


3-MESH FLAT RIB LATH 
BAR-Z SNAP-IN STUD SYSTEMS 
DOUBLE-EX CORNER BEAD 
CASING BEAD 


HUMP-FURRED LATH 
%” RIB LATH 


FLEX BEAD 
PAPER-BACKED LATH 


WHEELING CORRUGATING COMPANY - IT’S WHEELING STEEL! 


EX-TRAND CORNERITE 


EXPANSION CORNER BEAD 
CHANNELS, TIE WIRE 


STRIPITE 

BULL-NOSE BEAD 

CEILING AND FLOOR RUNNERS 
FLAT APRON CORNER BEAD 


STRAIGHT-POINT, CURVED-POINT 
& EXPANDED-FLANGE SCREEDS 
ARCH LATH 


STUCCO BINDER 


Immediate delivery on all stocked items from these warehouses: Boston, Buffalo, Chicago, Columbus, Detroit, Kansas City, 
Louisville, Minneapolis, New Orleans, New York, Philadelphia, Richmond, St. Louis. Sales Offices: Atlanta, Houston. 
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what's te PRICEP 


In the last two weeks fir plywood prices plummeted to a new 
postwar low. Production outran demand during the slack in 
home building until mills were jolted by a $60 base list for 
sanded stock. However, an upward swing in housing starts ap- 
pears to indicate rock bottom has been reached. The only way 
for plywood prices to go now is up—the seers say. 

A big drop in the low range of Western pine prices in region 
4 reflected the recent sharp decline in green fir prices— 
especially low grade dimension. Although lower prices pre- 
vailed in most grades of green dimensions, boards and timbers, 
not all kiln-dried items fell back. No one seems to know quite 
where green dimension prices are with a wide spread in high 
and low range. 

At press time ponderosa common prices were being hit hard, 
and green fir and larch dimension and dry white fir were slip- 
ping, too. The price reaction appears to be swinging into 
Southern pine if order fluctuations mean anything. 

Current Retail Price Range 


Retail prices to typical one-house contractors, based on current American Lumberman reports received from leading dealers 














Zone 1 Zone 2 Zone3 | Zone 4 Zone 5 Zone6 | Zone7 Zone 8 Zone 9 
North Middle South East North | East South | West North | West South | Mountain Pacific 
Atlantic Atlantic Atlontic Central Central Central | Central 


Low High Low High Low 
$ $ 


High Lew High Low i i Low High Low High 
$ $ $ $ $ $ $ $ $ $ $ $ $ 


LUMBER: 
Douglas fir: 


Dimension: 
Std. & Btr. green R/L 2x4 
Std. & Btr. dry R/L 2x4 
Std. & Btr. green R/L 2x10 
Std. & Btr. dey 2x10 R/L 
West Coast Hemlock, White Fir: 
Dimension: 
Std. & Btr. dry R/L 2x4 
Std. & Btr. dry R/L 2x10 


Western Pines: | 
Boords: } | | 
No. 2 & Btr. dry 1x8 R/L S45 or shiplop }210. , , 5 2 ' 50 200. 
No. 3 & Btr. dry R/L 1x8 SAS or shiplop | . | . b ae . 167.50 


Southern Pine: 
Dimension: 
No. 2 & Btr. dry R/L 2x4 
No. 2 & Btr. dry R/L 2x10 
Boords: | | 
Ne. 2 & Btr. dry R/L 1x8 S45 or DEM or | | 
shiplep | | 90. Ln ; 130. | ; | 145 


Hardwood Floezing: | 
Select Ook 25/32” x 2',"" Plein sowed | 230. Fete L 230. 286. | ' 280. | 210. , 376.50 | 115 

No. 1 Common Ook 25/32" x 24" Plein sewed | 260. 190. 269. | . - 265 | 180. ‘ ae . 360. 225 
Interior Softwood Paneling: 


No. 2 Ponderose Pine R/W 260. | 199, | 195. 265. | 177. |175. 200. | 180. . $935. 25. | 115. 
Wood Siding: j 


| 
Redwood Clear All Heart bevel siding | 
3/4” x 10" 185. | 300. ; }240. 370. | 290. 320. . 245. 280. 300. " 245. 
5. 


“A” Ceder bevel siding 3/4" x 10” | 275. | 285. | 246. 305 265. 310 295 350. 225. 


Wood Shingles: | 
Cedor shingles 5/2 #1 16" - 5X 17.95 19.50 | 20. . ; ‘ 18.50 22. 16.50 12.40 16.95 15.50 17. 17.02 
$$$ ae 4 + -—_——+— ae Sa —+——_— —— 


—_—_ —— a oe —— 


PLYWOOD: | | | | 
Fir, 1/4" DFPA-AD interior glue } 115. 140, 5 L }100. 150. | 97.50 130 ' pe > , | 110. ‘ .20 150. | 80. 
Fir, 1/4" DFPA-AC exterior glue | 140. - +110. . | 110. 170. | 105. 150.. | 140, . | 105, wee » a 
Fir, 3/8" DFPA-CD sheathiag interior glue | 99. 145. | 102.50 125. . . ' . | 100. . | 102.75 160. 75. 
Fir, 1/2" DFPA-CD shea! | ‘ 1150, 180. {| 135. 180 & ae ‘ 3 | ‘ ‘ . 200. | 102. 
Fir, 5/8” DFPA-CD shecthing | 170. . 1165. ‘ _| Ms. 220, | 160. 200, . | 160. ’ y . 20. | 15. 
PE nn Bt Mh nl cnrncoemcenerars a entsinatenglllit unseen a a a Shtwns ofa © Cn NE Wit. 
i 
| 




















MILLWORK: 
Phil. mahogeny (Laven) flush door | | 
1-3/8"-2-6x6-8 | 7.35 7.95) 7.70 : ‘ , : ; 8.90 | 
Birch flush door 1-3/8" -24x6-8 | 10. 11.50 | 10.65 . ‘ . . . 12.25 


| 
6.75 18.77 | 7.25 8.95 7.26 
| | 
Double hung window unit 2-4x4-6, set up, | | | 
| 19.30 22.40] 19.30 * | 45. P ‘ ‘ . 24.70 | 19.44 29.96 | 19.75 24.50 | 17 22 28.45 | _W7.10 28.70 


9.96 
nN. 4.99 9.84 12. 11.25 13.32 


| 5.95 9.68 
8.40 13.43 


glazed weatherstripped ond belanced 








| 


BUILDING MATERIALS: 
9. 5.95 7.69 


Outside white point, first grade ’ . i b 8 9) 6. ' ; 2) 4s | : 
8d common steel nails ‘ \ : . . » | Ww | . | 18. . ; q Vv. 10.85 18. 
Mineral woo! inseletion, full-thick bott s . | @. ‘i \ ’ I Eg . " ; : 5 y ee 59. 95. 
Ceiling Tile 12" x 12” . . . ; . : | 130. . . , , . 290. 130. 180. 
1/2" inseleting building boord 81. . % 90. 68.50 91. . . | ; . . . 105. a. 8 
25/32” inseleting sheathing % 4 ® i ; : 5 ’ Me L be b , . . 169.50 | 120, 
3/8" gypsum wollboord : : > 50. 
} ” 
| 


1/8" tempered hardboerd . 125. 101. 
2150 thick butt esphalt shingles 50 885) 7.90 9.25 | 7.25 10.25) 745 8.66 


7. | 50. : mor 
210. | 100. 108. 133. 
9.95 | 6.80 8.50| 8.50 12.95 
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built-in evidence of quality remodeling 


KitchenAid. 


THE LUMBER DEALER’S DISHWASHER 


KITCHENAID, the finest made... by Hobart, the World’s Largest Manufacturer of Food, Kitchen and Dishwashing Machines. 


The appliances you recommend go a long way in carrying the 
quality appeal of your kitchen plans to prospects—especially a 
KitchenAid dishwasher which says immediately and emphati- 
cally, ““This lumber dealer is quality-minded.”’ 

KitchenAid’s reputation for rarely needing service has an 
important long-range sales advantage for you. The word-of- 
mouth advertising of a satisfied remodeler pays off again and 
again in customer confidence. 

Millions of remodeling-minded people know about the supe- 
rior features of KitchenAid through continuous national adver- 
tising...through other satisfied users. They know that no other 
dishwasher can match its washing and drying features. They 
know that the lumber dealer who includes a KitchenAid dish- 
washer in his plans stands for quality design and workmanship. 
KitchenAid is made for easy installation, and there’s a model 
to fit every kitchen you’ll ever plan. 


eeeeeeeeee 


KitchenAid Home Dishwasher Division, Dept. KAL 
The Hobart Manufacturing Co., Troy, Ohio 


[_] Please send complete information and specifications 
on the complete line of KitchenAid dishwashers. 


(] Please send name of nearest distributor. 


Name 





Firm. 





Address 








Each time you install KitchenAid... .it starts to sell for you 
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It takes a special kind of plywood 
to sell today’s booming boat market 
Weldwood Royal Marine Plywood 


expressly engineered for marine use 


BE ¢-r-le'F-laie-fe[— 
of the sales 
power of 
Weldwood’s new 
“Build Your Own 
Boat” promotion 


now a NS es —-—) 


FREE BOAT PLANS give construction draw- NATIONAL ADVERTISING in Mechanix II- 
ings, instructions, plus complete materials list Justrated and Popular Boating tells the story 
for four popular models: 18’ Day Cruiser, of wood boats’ superiority; directs do-it-your- 
13/,’ and 15’ Outboards, and 714’ Dinghy. _ self boaters into your lumber yard. 


Get full markup on every sale with the marine plywood nationally 
recognized as the finest quality available. Stock all three Royal 
Marine Plywoods and meet every boatbuilding requirement. 


WELDWOOD ROYAL 


Royal Marine Douglas Fir « Royal Marine Duraply® 
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Because wood is your business, boats are your busi- 
ness. Wood is the traditional, the logical material 
for boatbuilding because it is inherently safe. It's 
tough, it’s shock resistant, it’s resilient, and it floats 
— naturally! 

But boatbuilding puts special demands on wood. 
It must bend smoothly, yet hold its strength and 
shape under rugged conditions. Plywood fills the 
bill wonderfully. But a boat needs a special kind 
of plywood, a plywood that is free from knots, ex- 
cessive face patches, and large core voids. To meet 
these requirements, United States Plywood re- 


search has developed that special kind of plywood 
—Weldwood* Royal Marine Plywood. 

The choice of the nation’s leading boatbuilders, 
Royal Marine Plywood makes it easier for amateurs 
to build low maintenance boats that are stronger, 
safer, and longer lasting than was ever before pos- 
sible. Royal Marine panels have limited face 
patches, knotholes, and core voids. The panels bend 
acutely without internal damage or face splitting. 
Weldwood Royal Marine is available in a variety 
of woods (see below) selected for their strength, 
water-resistance and finishing qualities. 


Boat Material Selector 





WELDWOOD ROYAL MARINE DURAPLY 


PLYWOODS 


WELDWOOD ROYAL MARINE FIR 
(good both sides) 

Sides & Bottoms 

small boats 1%" x 48” x 96” 

medium am, ne 6. ply x 48” x 96”, 120”, 144”, 
"192", 216", 240” 

severe bends " me x 48” x 144”, 108” (use double-thick) 

small boats 1%” x 48” x 120” 

Bottoms 

medium boots 2”, 5-ply x 48” x 96” 


Transoms 

small motors %"", 7-ply x 48” x 96” (single thickness) 

large motors %"', 7-ply x 48” x 96” (double thickness) 
12", 11-ply x 48” x 96” (single thickness) 


WELDWOOD ROYAL MARINE ROTARY 
PHILIPPINE MAHOGANY—“AA” 
for natural wood grain finish or painted surfaces 
Sides & Bottoms 
medium boats %”", 5-ply x 48” x 144” 
Bulkheads & Transoms 
Y%", 7-ply x 48” x 96” 
WELDWOOD ROYAL MARINE RIBBON 
PHILIPPINE MAHOGANY—“‘AA” 
for natural wood grain finish 


Foredecks 
Ys", 3-ply x 48” x 96” 


(good one side} 
for fine painted surface—no checking, no grain raise 
Sides & 
small boats 4°", 3-ply x 48” x 96” 
medium boats %”, 5-ply x 48” x 96”, 120”, 144”, 
168”, 192”, 216”, 240” 
Bottoms 
medium boats 2”, 5-ply x 48” x 96” 
Transoms & Seats 
%", 7-ply x 48” x 96" 





ADHESIVE 


WELDWOOD WATERPROOF 
RESORCINOL GLUE 


100% waterproof. For all seams and joints, 








FINISHES 


WELDWOOD EXTERIOR 
CLEAR SPAR VARNISH 
Smooth-spreading over new wood and sanded old 


varnish. 
Retains its gloss and clarity—salt-woter-resistant, 


WELDWOOD WOOD PRESERVATIVE 


Toxic water-repelient sealer; prevents rot, decay; 
retards warping, checking, swelling; kills termites, 


SALES-BUILDING DISPLAY, with promotional stuffers, 
catches the eyes of shoppers in your showroom, starts boatbuild- 
ing ideas you can convert into profitable sales of Royal Marine 
Plywood and other products for marine use. The handy promo- 


Contact your Weldwood representative now and get the 
full details on how you can participate in Weldwood’s 
big new Royal Marine Plywood “Build Your Own Boat” 
promotion. Or mail the coupon. 


MARINE PLYWOOD 


Royal Marine Philippine Mahogany 
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tional stuffer (its back page is reproduced here) provides a com- 
plete guide for selection of the proper Royal Marine Plywood 
and other Royal Marine products—gives your salesmen and cus- 
tomers valuable boatbuilding information. 


United States Plywood 
55 West 44th Street, New York 36, N. Y. 


Please send me details on how I can join in on the profits 
in boating with Weldwood’s new “Build Your Own 
Boat” promotion. 


Circle No. 94 on Handy Cover Card 





NEW DESIGN FLEXIBILITY! 
GREATER SALES OPPORTUNITY! 


NEW 


Divided 


Light 





Andersen 


Strutwall 4 


Nothing brightens “traditional” like Andersen’s all new Strutwall Divided Light Windows. Note clean, sharp lines. 


Demand for the traditional home is growing. Andersen lets you 
cash in this quick, easy way: New Strutwall Divided Light Window! 


Three years ago Andersen introduced its first 
Strutwall unit, a component making a quality 
window an integral part of the wall. Industry 
response was immediate. Many dealers and 
builders hailed Strutwall as a profitable advance 
in building technique. Everywhere users re- 
ported consistent big savings in installed cost, 
even when figured against cheap conventional 
windows. 

Now Andersen gives you another adaptable 
Strutwall design, pre-tested and consumer 


; 


accepted. New Strutwall Divided Light Window 
makes architectural design variations easy .. . 
lets builders completely alter the general ap- 
pearance of their homes without sacrificing 
Strutwall’s construction advantages. Exterior 
window detailing is sharp and clean due to the 
interior self-storing screens. 

There’s a range of Strutwall sizes to meet 
every building need. For complete details, call 
your Andersen distributor. Or write, phone, 
wire Andersen direct. 


Stock the leader! Promote the leader! 


wy Andersen \Windowalls 


ANDERSEN CORPORATION + BAYPORT, MINNESOTA 

















New Strutwall 
Divided Light 
Window 


Save hours! Save dollars! 
Cut conventional window 
installation steps two-thirds. 
Assembled complete, includ- 
ing operating hardware, 
Strutwall eliminates: Crip- 
ples over header, insulation 
and blocking around unit, 
sill plate, jack studs, cripples 
below window. Saves order- 
ing, cutting, fitting. Waste 
is practically eliminated. 


New! Strutwalil box header! 
Thisoptional feature further 
simplifies window installa- 
tion in either conventional 
or panelized construction. 
Plywood box header is pre- 
cision-nailed and glued at 
factory. Elimates double 
2 x 6 header construction. 


Cieela Bin O68 mm Mem oben 0 arom (ae) 






Add traditional distinction . . . with wood’s 
warm beauty and natural insulation. Brighter, 
cleaner exterior appearance because screen 
panels are inside. Strutwall gives you the full 
selling power of the famous brand name, 
Andersen . . . all at lowest installed cost! 


: 
i@ 
- ~« 
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Aa! 


Fits all frame wall and pane! construction! 
Here unit is set in standard stud wall construc- 
tion. In multiple openings just butt Strutwalls 
against each other for large economical glass 
areas. Absence of separate casings provides 
clean, trim lines. Note narrow meeting rail gives 
more glass area. 


PRE-TESTED SALES APPEAL! 
Andersen Strutwall Divided Light Windows 
proved their sales appeal in these test homes: 


John Fiser, Knoxville, Tenn.: 
*‘We have never had any trouble 
selling our quality homes, and the 
addition of this new ‘consumer 
demand’ product makes the job 
even easier.” 


Charles Conry, Grimes & Conry, 
Louisville, Ky.: “‘We first chose 
Strutwall for superior design and 
workmanship. The addition of 
the divided light unit makes it 
even easier to satisfy customers 
with a top quality product. 

“This unit is far superior in ap- 
pearance to the conventional 
double hung with its cumbersome 
storm and screen. The small, trim, 
self-storable storm panel on the 
Strutwall is a real favorite.” 


FOR FULL DETAILS CLIP AND MAIL TODAY ! 


pre 
77} 
: %, 
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Andersen Corporation * Bayport, Minnesota 
Please send me complete information on [[] Strutwall 


[-] new box header. 


FIRM NAME 


ODORESS 


STATE 





AL-60 


PROVED (¢@ 
TOP CHOICE 
FOR LOW OVERH 
DELIVERIES 


FIRESTONE, THE LOW-COST-PER-MILE TIRE FOR ON-TIME BUILDING MATERIAL DELIVERIES! 


Firestone tires’ low-cost-per-mile is refiected in performance records of 


thousands of trucks across the country. That’s because 425,000,000 tire miles 
a year in Firestone’s own tire testing program prove Firestone truck tires 
are your best buy! This vast tire testing program resulted in Firestone 
Rubber-X, the longest-wearing rubber ever used in Firestone truck tires. 
It also resulted in Firestone Shock-Fortified cord which means extra miles 
of service out of every tire. Get performance proved Firestone truck tires, 
on convenient terms if you wish, at your nearby Firestone Dealer or Store. 


Firestone — 


BETTER RUBBER FROM START TO FINISH 


Copyright 1960, The Firestone Tire & Rubber Company 
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when you sell VANPLY 


you sell more-you profit more 


HERE’S WHY: Because, with VANPLY, you spend less time making adjustments. .. 
you have more time to sell. 

Modern Quality Control equipment is utilized in the mills represented by Vanply. Equip- 
ment, such as that pictured here in the Fort Vancouver Plywood Co. mill, assures Vanply customers of 
better products... trouble-free handling. 

Better products mean fewer adjustments. Fewer adjustments mean more time for selling 
... more time for profit-making. 

Selling Vanply makes you money in other ways, too. With one phone call you fill all your 
plywood orders, because VANPLY supplies everything in Plywood. Spend less time ordering. Spend more 
time selling. Spend more time earning. Sell Vanply. 


ta | lyuood - « « EXTERIOR e INTERIOR ¢ MARINE ¢ SHEATHING « HARDWOODS AND SPECIALTIES 
TILLAMOOK VENEER CO 


SOUTHERN OREGON PLYWOOD CO ; 3 


THREE SISTERS PLYWOOD CO VANCOUVER PLYWOOD COMPANY 
HUB CITY PLYWOOD. CO s 
PORT PLYWOOD CO P. O. BOX 720 + VANCOUVER, WASHINGTON 
PV BRAND HARDBOARD. 

WHITE CITY PLYWOOD CO 












FORT VANCOUVER PLYWOOD CO 
NORTH PACIFIC PLYWOOD CO 


PHONE OXford 3-2514 + TWX VAN-648 
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SMOOTH-RUNNING REMODELING BUSINESS is run by, left to right, designer-partner Mar- 
vin Siegel; construction superintendent Michael Quaka and salesman Herbert Aronson, of 
Intercounty Home Improvement Corp. Aronson is one of five Intercounty salesmen. Trio is 
pictured in one of two kitchens which are part of firm's 5,500 square feet of model displays 
in its Westport, Conn. and Hartsdale, N.Y., offices. 


Contractor Team Shows How To 
Sell Home Improvements 


Unit estimating and specializing in limited number of pack- 
ages, such as dormers and recreation rooms, are reasons be- 


hind suburban firm's success. 


WESTPORT, CONN. 

OME MODERNIZATION con- 

tracts totaling over $750,000 

annually have been signed by Inter- 

county Home Improvement Corp., aft- 
er only two years in business. 

Here are some of the reasons for 
Intercounty’s success, as told by Mar- 
vin Siegel, secretary-treasurer and 
partner of the firm with Maurice 
Gilbey: 

—No bait advertising, but plenty 
of package promotion. 

—A closely-knit management-sales 


38 


team in each of the company’s two 
branches, consisting of partner-man- 
ager; construction superintendent; sec- 
retary-receptionist and five salesmen. 

—Emphasis on big-ticket specialties, 
which range from $500 to $10,000. 
These jobs include dormers, paneled 
rooms and ceiling installations. 

—Unit-estimating; installed prices 
computed quickly on a square-foot 
basis with customer’s estimate on 
single home call. 

—Blueprint for each moderniza- 
tion job, signed by homeowner. 


—Model displays to help customers 
visualize finished jobs. 

—Follow-through by either man- 
ager or construction superintendent 
to double-check salesman’s specs and 
estimates, assure customer satisfaction. 

—Most materials purchased from 
retail building materials dealers. 

“We're not in the warehousing 
business,” says Siegel. 

The firm was launched in May 
of 1958. President Gilbey is a former 
general manager of a_ contracting 
firm and his partner, Siegel, is a 
graduate of Cooper Union’s architec- 
tural school in New York. 

Five months after launching the 
business, display rooms were opened 
in the company’s Hartsdale, N. Y. 
headquaraters. Then a _ highway 
branch was opened in Westport, 
Conn., a year ago, with Siegel in 
charge. 

“We specialize.” Efficiency in mod- 
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ernization contracting is difficult to 
measure. But any management de- 
serves a high rating if it sticks to a 
well-defined sales policy and a def- 
inite pricing plan. Contractors often 
neglect these points, but they are 
strictly adhered to at Intercounty. 

“Everybody understands our sales 
policy,” explains Siegel. “We don’t 
touch small repair jobs, unless they 
come as part of a major renova- 
tion. Almost all jobs run more than 
$500.” 

Prices are firmly established before 
work begins. Figures are based on 
unit estimates, using pre-computed 
“components” for specific installations, 
usually on a square-foot basis. 

“Jobs are more or less repititious,” 


Siegel said. “As the sub-contractors 
become experts in specialized work, 
our estimates are increasingly accu- 
rate.” Except for carpentry, actual 
installations are made by sub-con- 
tractors. 

Example. To illustrate the pricing 
system, take a typical ceiling tile job. 
Furring strips are nailed to ceiling 
joists, then tile is stapled. 

“We figure 3¢ for the strips, per 
foot,” Siegel said. “Also, 1¢ per nail, 
15¢ a tile. Add about 20% of these 
totals for moldings and waste. Then 
add labor (1i¢ a tile) and apply mark- 
up 


Intercounty has a three-man car- 
pentry crew on its own payroll. “The 
other works are subs, legally and on 


FINISHED BASEMENT DISPLAY shows cloak room plan under stairway; various wall 
paneling; $220 bar. Demonstrator is Mrs. Elizabeth Senson, secretary-receptionist 


for the Intercounty firm in Westport, Conn. 
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paper,” said Siegel. “But, in mutual 
trust, by working with us constantly, 
all the subs are in effect our loyal 
employes. We more or less guarantee 
regular work for them.” 

Some of the crews specialize in 
specific installations, such as dormers 
and heavy framing; kitchen and bath- 
rooms; interior finish such as panel- 
ing and ceiling tile. 

“Although one crew may specialize 
in dormers, they can alternate on 
other types of installations if needed. 
Siegel added. 

Profits. Adequate net profit in 
modernization contracting depends up- 
on volume of repetitious jobs, Siegel 
declared. A typical gross profit on a 
particular job might be 40%, less 

(Continued on page 40) 








HOME IMPROVEMENT 
(begins on page 38) 





salesman’s commission. A breakdown 
of two different installations is pub- 
lished with this article. 

The cost of doing business for a 
home improvement company such as 


Intercounty should be about 21% of 
sales, identical with the industry av- 
erage of retail lumber dealers, Sie- 
gel said. While the contractor has less 
overhead and inventory expense, he 
has a relatively higher sales cost 
than dealers who don’t sell direct 
to consumers. : 

Salesmen. Intercounty’s five sales- 
men will earn from $8,000 to $30,- 
000 a year, depending upon the in- 


dividual. Commissions will run about 
9% of total sales. 

A copy of the sales contract goes 
to partner Siegel, who then makes a 
rough drawing of the job and draws 
up a firm material list. At that point 
the permit and financing is obtained. 

Next comes a final blueprint, with 
a copy sent to the customer for sig- 
nature. Then the job is scheduled 
by the construction superintendent. 





INSTALLED UNIT PRICES FOR REMODELING 
.. Key to Estimating Efficiency 


The following are typical retail unit prices on which salesmen base esti- 
mates, enabling them to give complete and accurate prices on a single call. 
FLOORS 

Asphalt Tile 50 per sq. ft. 
Vinyl 1/16” Se ee eet gtr eg 
Patching Floors 10 
Sanding 
STAIRS 
Dowels—1 side 
Dowels—2 sides 
Handrail—1 side 
Handrail—2 sides 
New Risers 
New Treads 
Tile Stairs 
Bulkhead in gypsum board 
Bulkhead in wood & hardboard 
New Stairs straight run, closed type 
Disappearing stairs 
New curved end step to 3’ 
New platform 3’x3’ 
Break thru ceiling for new staircase 
CEILINGS 
Plain White 50 
Decorated .60 
Acoustic 6 
Textured Cushiontone fo SR 
Drop Ceiling (to 8”) 30 
Double Furring 10 
BENCH 
Around Column 
Lift Top (not upholstered) 


” ” 


” 


125.00 
125.00 
150.00 
20.00 
20.00 
100.00 


per sq. 


35.00 apiece 


Extension w/Bath 
(Selling Price: $5,875) 
Materials (Carpentry) 
Carpentry labor 
Floor Sanding 
Spackling 
Electrical 


Typical Basement Job 
(Selling Price: $2,390) 
Materials (Carpentry) 
Carpentry labor 
Sheet metal 
Floor materials 
Floor labor 
Bar (Formica) 
Mirror 
Finish hardware 
Electrical 
Cleanup 


185.00 
470.00 
70.00 
80.00 
24.00 
30.00 
$4,175.18 
528.75 


$4,703.93 


1,171.07 
$5,875.00 


Ceramic tile 
Masonry 
Shower door 
Vanity 

Medicine cabinet 
Cleanup 


$1,481.23 
Commission 239.00 
$1,720.23 
Overhead, supervision, 
advertising, profit anna Commission 
Overhead, supervision, 
advertising, profit 
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HOME IMPROVEMENT 
(begins on page 38) 





Individual jobs will run up to $7,- 
000. A salesman will often make as 
many as 20 customer calls in a week. 

The salesman must make estimates 
on the first call and will bring back 
rough drawings and specifications of 
the modernization to be done. 

A competent superintendent is im- 
portant, Siegel said. “I’ve got archi- 
tectural degrees and the salesmen 
naturally build me up. But, in reality, 
it's Mike Quaka’s 30 years’ of prac- 
tical experience in construction which 
gets the jobs done on time and right. 
He catches my errors.” 

Quaka has a counterpart at the 
Hartsdale office, Joseph Pisani. The 
supers are paid a salary plus bo- 
nuses based on work completed. 

Promotion. You can’t scrimp on 
package merchandising, Siegel em- 
phasizes. The firm spends about 
$10 to get each big-ticket customer. 

“We advertise regularly in com- 
munity papers, stressing our various 
packages and our quality and guar- 
anteed work. Unlike some home im- 
provement contractors, we don’t use 
bait advertising gimmicks.” Prices 
aren’t mentioned in the ads. 

In addition to the advertising, Siegel 
feels that the model room displays 
are promotional tools. There’s 4,000 
square feet of display at Westport, 
plus 1,500 square feet at the older 
Hartsdale location. 

About $20,000 was spent on these 
finished displays—a “bargain invest- 
ment,” feels Siegel. 

There are six sections of attic and 
basement packages on display. Such 
sample installations will retail from 
$1,000 to $2,000. Also, at Westport, 
are two kitchens ($900 and $2,000); 
a bathroom which can be bought for 
$1,800 installed and specialties such 
as bars which are sold for $150 and 
$500. (About 75% of all basement re- 
modeling included a bar sale.) Benches 


are displayed at $7 a running foot, 


installed. 

Purchasing. “We buy most of our 
materials from retail dealers,” Sie- 
gel stated. “Because we _ specialize, 
we assure dealers of volume orders. 
This allows them to make carload 
purchases.” 

The Intercounty firm will use any 
material or brand which the cus- 
tomers want. But in most cases, the 
contractor can specify the brand. He 
is influenced in turn by the dealer’s 
suggestions and prices. 

Problems. Of course, life is re- 
ally not a bed of roses for Intercounty, 
despite its management savvy and its 
early success, 

For instance, 10% of all prospects 


(Continued on page 42) 


GOOD CUSTOMER RELATIONS 


Below are reproduced Intercounty Home Improvement Corporation’s let- 
ter concerning loan approval; letter which accompanies blueprint for signa- 
ture and instruction card sent to customer about preparing home for work- 
men, 

“All of these messages help to establish good customer relations,” says 


partner Marvin Siegel. 


LETTER OF LOAN APPROVAL 


“Your loan has been approved for remodeling work and we wish to thank you 

for your order. 

We are planning to deliver the necessary materials to you, and our crew will 

probably appear oa the job the following day. 

We wind cooperation in the following matters: 

J red pro “sem ing yr a and in connection with work should be re- 

erred to us immediately by phone. 

2— ee ¢ from the present plans which you may wish to make should, 
similarly, referred to us, as our workmen are not authorized to deviate 
from the present plans. 

3— As soon as your work is completed to your satisfaction, please sign the 
completion slip which will be presented to you by one of our workmen. 
PLEASE DO NOT SIGN this slip until you are fully satisfied with the job. 
This will avoid unnecessary misunderstanding later on. 

If you have any questions to ask us in connection with this job, please do not 

hesitate to call us. 

Very truly yours, 
INTERCOUNTY HOME IMPROVEMENT CORP.” 


Sv WITH BLUEPRINT 


‘© (2) copies of plans for improvements to your home 
ly and return one (1) 
a ee 

thereafter. 


Very truly yours, 
INTERCOUNTY HOME IMPROVEMENT CORP.” 


INSTRUCTION CARD TO HOMEOWNER 


“Please clean out entire area of work free of furniture, clothes, stored articles, 
etc., so work can proceed without any interference or damage to your posses- 


sions. 
—INTERCOUNTY HOME IMPROVEMENT CORP.” 








ccmaiiie : wo oe wines, os NEW CARPORT 20°*20° 


PLAYROOM IN EX/STING AREA 


SHEETROCK TAPED ¢ SPACKLED-WALLS ¢ 
CEILINGS -THIS ¢ NEW AREA, ELECTRICAL 
OUTLETS ADDED IN NEW AREA ALSO FL00R 
TILE €¢ SLIDING DOOR TO NEW CARPORT 











beg eeennpen penne 2 f= OO” —__——»}<. ~20-0 
| ! 


TYPICAL BLUEPRINT on a remodeling job issued customers by Intercounty Home Im- 
provement Corp. Blueprints are okayed and returned to contractor. 
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rays 
IN THE NYLON 
CORD BUSINESS 


® The Easy Way 

®@ The Low Inventory Way 
® The Low Cost Way 

© The Packaged Way 

® The High Profit Way 





Kine 


That's right...here is an 
easy, low cost way to get into 
the highly profitable Nylon 
Cord business. This rack is 
only 24 inches high and takes 
up less than 1 square foot of 
floor or counter space. Cord 
is one reel each of 1/8”, 
3/16”, 1/4” and 5/16”. Rack 
is FREE with order for 4 or 
more spools. 


Ask your jobber about it... 


= CORDAGE 


John H. Graham & Co. Inc. 


105 Duane St., New York 8, N.Y. 


Circle No. 98 on Handy Cover Card 








HOME IMPROVEMENT 
(begins on page 38) 





have to be turned down because of 
credit. This is done after valuable 
sales time has been spent on the pros- 
pects. Its one of the big headaches of 
big-ticket selling, Siegel said. 

There’s almost as many types of 
tradesmen involved in a major home 
improvement as for a factory build- 
ing, Siegel said. Coordination of the 
various subs means that the construc- 
tion superintendent must truly be a 
skilled manager. 

Even the best salesman will some- 
times put a little too much pressure 
on a prospect. As a result, he’ll lose a 
sale or the customer’s goodwill. 

Homeowners are touchy about re- 
modeling because of the high pressure 
operators in the field, Siegel explained. 


This is particularly true in the met- 
ropolitan New York area. 

Despite the problems, Intercounty 
officials are optimistic about the fu- 
ture. The suburban modernization 
market is big and gets bigger each 
year, they point out. 

Siegel believes that home improve- 
ment contractors often fail because 
they are under-capitalized. 

“Minimum operational _ capital 
should be half of one month’s pro- 
jected gross volume,” he advised. 

Should lumber and building mate- 
rials dealers go into moderniza- 
tion contracting? Siegel says that 
there’s plenty of opportunity for deal- 
ers in this field. 

“But if a dealer does enter the con- 
tracting business, he should do it with 
an entirely separate organization,” he 
advises. “This is not just to satisfy his 
contractor customers. It’s necessary if 
he is to maintain proper manage- 
ment control.” 














6-COL. NEWSPAPER INSERTION is typical Intercounty way to sell 
remodeling packages. Pictures in ad show displays at company's 
Westport, Conn., offices. Firm specializes in dormers, room addi- 
tions, porches, alterations, remodeling. Guaranteed work under 
“‘one contract’ is emphasized in each ad by Intercounty. Each 
of five salesmen makes as many as 20 weekly calls on prospects 
for big-ticket modernization. Installations run $500 up to $7,000. 
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TAKE A 
GOOD LOOK 


AT THIS NEW LINE 
OF HOMES 
THAT’S DESIGNED 
FOR DEALERS! 





designed for 


“EASY LIVING” 
. with 


REYNOLDS 
ALUMINUM 


*y id 
Give YOu eos "Easy Living” 
in this home of minimet maintenance! 
THE VALLEY FORGE— 

3 to 5 Bedrooms, 3 Baths, 1,765 sq. ft. 


Here is a dramatic new line of na- 


tionally advertised aluminum-clad 
homes...it’s a complete package 
for the Building Material Dealer. 

Independence Home projects 
start with the Dealer...it’s you 
who supply complete plans and 
specifications of these architect- 
designed homes. And, you fabricate 


és. 


ws 


i 
a 





iy 
vex) OD ull | 
be a 


and supply the engineered compo- 
nents — wall panels and trusses — 
which are the heart of the Lu-Re-Co 
system. You also supply the com- 
plete package of aluminum build- 
ing products ...siding, windows, 
soffits, gutters, shingles, insulation, 
hardware...and other materials to 
complete the homes. 

















And, your builder customers profit by 
the time and labor-saving Lu-Re-Co system 
that helps speed up construction and con- 


These dealers will have model 
Independence Homes for your inspection. 


ALABAMA Opeliko — 
Scott Builders Supply 
ARIZONA Phoenix — 
Loomis & Mott Lumber Co. 
Springerville— 

Crosby Lumber Co. 
COLORADO Lamar — 
Lamar Lumber Co. 


Edgewater — 
Taylor Lumber Co. 
MASSACHUSETTS Northboro — 
Northborough Lumber Co. 
MICHIGAN Flint — 
Burroughs Building Center 
Niles — 
Niles Lumber Co. 
Rochester — 
Nowels Lumber Co. 
SOURI Californio — 
Proctor Building 
‘s 


This advertisement, with appro- 


priate consumer copy, will appear 


in September LIVING FOR YOUNG 
HOMEMAKERS and in the fall issues 
of the Home Planning Magazines. 


YOUR NAME can be included in this 


national magazine advertisement 
when you arrange to build a model 
Independence Home in your commu- 
nity. Mail the coupon below for 


serve working capital. 

Leading Dealers from coast-to-coast are 
joining the Lu-Re-Co* Program and taking 
NEW YORK Corme/ — 


advantage of this new line of Independence 
Homes. You can, too...just mail the coupon 
below for complete information. 


*Lumber Dealers Research Council 


THE YORKTOWN. 3 Bedrooms, 2 Baths. 1,173 sq. ft. 


complete information. 


REYNOLDS 
A UMINUM 
| QUALITY 


BUILDING 
| PRODUCTS 


ca 


em botesville— 

Steinkamp & Co. 
Bloomington — 
Rogers Building Supplies 
Columbus— 
Dunlap & Co. 
Plymouth — 
Town & Country Building 

Materials Co. 
Rolling Prairie — 
Home Mart 
Rushville — 
Lawrence Clark & Son 
Southport — 
Southport Lumber Co. 
Vincennes — 
Klemeyer Lumber Co. 


1OWA Alton — 

Slagle Lumber Co. 
Cresco— 

Burgess & Sons 
Estherville — 

Maple Hili Lumber Co. 
Sioux City — 
Walensky Lumber Co. 
Spirit Lake— 
Consumers Lumber Co. 
KENTUCKY Auburn — 
Auburn Lumber Co. 
Princeton — 

Princeton Lumber Co. 
MARYLAND Bladensburg — 
Suburban Lumberteria 


Dain & Dill 

Vernon— 

Lynch Building Supply Corp. 

NORTH CAROLINA Torboro — 

Henderson Lumber Co. 

OHIO Canton — 

The DeVille Lumber Co. 

Greenwich — 

Greenwich Lumber Co. 

Mansfield — 

The Home Materials Co. 

Maumee — 

Maumee Lumber & Supply Co. 

Steubenville — 

Alexander Lumber Co. 

Vandalia — 

Triangle Construction Co. 

Vandalia Sales 

PENNSYLVANIA Frackville — 

Altamont Lumber Co. 

luzerne— 

Bennett Lumber Co. 

Somerset — 

Somerset Builders Supply 

UTAH Ogden— 

Hurst Lumber Co. 

VIRGINIA Norfolk — 

Burton Lumber Co. 

Timberville — 

M & S$ Corp. 

WASHINGTON Chehalis — 

Northwest Lumber & 
Millwork Co. 

Seattle — 

Sand Point Builders Supply 


WISCONSIN New Richmond — 
N. R. Construction Co. 


[----------- --------- 


Reynolds Metals Company, Dept. AL, Richmond 18, Va. 


| am interested in the Independence Home Program for 
Building Materials Dealers. Please rush me full details. 


Name__ 
Firm___ 
Address __ 
City 


State 


C] | am interested in building a model Independence Home 


in my area. 


Watch Reynolds TV shows: ‘BOURBON STREET BEAT"’ and ‘‘ADVENTURES 
IN PARADISE”; and, resuming in October, ‘‘ALL-STAR GOLF’’— ABC-TV. 





REYNOLDS 


ALUMINUM 


This label on the aluminum building 
products you sell gives you the benefit of 3s 
Reynolds multi-million dollaradvertising o> 
and promotion programs. National tele- SG 
vision and magazine advertising is fea- Pe) 
turing this label for home improvement “Cog 
and new construction. 
This year, in addition to the Independ- 
ence Home Program, other national pro- 
grams will advertise “Easy Living” with 
Reynolds Aluminum and model home 
promotions will feature this concept in a 
growing number of cities. 
Each of these programs creates new 
prospects and new business for Building 
Material Dealers. When you choose 
aluminum products to sell, look for the 
label that means extra sales and profits 
at no extra cost...the label that identi- 
fies your products as those featured in 
Reynolds “House of Ease.” 


REYNOLDS 
38 ALUMINUM 





——7 











Dealer Sales Control in Action 
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BUILDERS HARDWARE 


HARDWARE 
BUSINESS 


A monthly department merchandising: 

® Builders and Household Hardware 
© Paint and Sundries 

® Hand and Electrical Tools 
® Electrical Fixtures, Sundries 

© Plumbing Fixtures & Supplies 


PRODUCT-OF-THE-MONTH 


OR, 


YOU CAN SELL OR USE the new model S-762 Duo-Fast 
Staple Nailer. If you do home prefabrication or operate a 
sash and millwork shop, you'll find the S-762 a time and 
money saver. It drives FHA-approved 16-gauge, galvanized 
wire, 7/16” crown staples %” to 144” long. The 5'2-pound, 
air-operated staple driving tool has built-in safety and can- 
not be fired accidentally. Besides fiberboard sheathing, it is 
ideal for cost-cutting installation of plywood and gypsum 
wall sheathing, plywood subflooring and roof decks, gypsum 
lath, dry wall and truss work. Write for free bulletin. Fasten- 
er Corp., Dept. AL, 3754 River Rd., Franklin Park, Ili. 
Circle No. 201 on Handy Cover Card 


Color Mixing System Spurs Paint Sales 

New Shopping Center Store to Cater to Women 
Hardware Trends 

New Products 

New Sales Aids 

Special Offers 


New Literature 


DISPLAY-OF-THE-MONTH 


Rubs itself 


as it dries} 





FOUR ACTUAL WOOD PANELS featured on a free 
point-of-sale display let customers see and feel Wood Lore, 
a new semi-lustre clear wood finish that “rubs itself as it 
dries.” The woods used are mahogany, cherry, stained and 
unstained pine. The display, 11” x 14”, stands up or hangs 
up and contains a literature pocket for dispensing folders 
describing Wood Lore. A supply of folders is furnished with 
the display and a return order card lets a dealer order ad- 
ditional quantities without cost. The free display is shipped 
postpaid to a dealer upon request. Write Pierce & Stevens 
Chemical Corp., Dept. AL, 710 Ohio, Buffalo 3, N. Y. 
Circle No. 202 on Handy Cover Card 


June 20, 1960, AMERICAN LUMBERMAN AND BUILDING PRODUCTS MERCHANDISER 





HARDWARE BUSINESS 


Color Mixing System Spurs Paint Sales 


Carefully-planned promotion aimed at women is helping Canadian dealer 


capitalize on color instead of cans. 


“We now sell color instead of cans of paint with price 
no longer a prime consideration by the customer.” 

That’s the way C. W. Cassidy, president, Atlas Building 
Supplies, Ltd., Fredericton, N. B., Can., describes his 
firm’s changeover from just a display of paint cans to a 
color mixing machine. 

He says the result has been a 500% increase in sales 
thus far this year. 

The square footage devoted to paint under the new 
setup is about the same as before, but the emphasis on 
color and a decorating department rather than paint cans. 

A step-by-step program covering preparation of the 
showroom and promotion was mapped by Cassidy. This 
program covered publicity, give-aways, guest appear- 
ances, advertising, displays, traffic control, personnel du- 
ties, signs and demonstrations. 

Preparation of the showroom involved the removal of 
existing paint shelves, building a 10’ counter to take the 
machine and color display and building a wall behind the 
counter to take a mobile display in full color; perforated 
hardboard taking all painting aids and drapes of fine fab- 
rics with matching color chips pinned on. 

Publicity included an extensive news story in The Daily 
Gleaner with a tie-in display ad in color since the news- 
paper was anxious to promote color advertising and coop- 
erated in the layout and provided reprints at less than 
4 ¢ each. A 15-minute interview was arranged with a wom- 
an radio commentator on her afternoon program for 
women. The principal guest appearance was Mrs. Jean 
Adams, deputy mayor, whose picture beside the mixing 
machine with president Cassidy was used in the newspaper 
publicity story. 

More than 500 color post cards announcing the new 
color system were mailed to a list of selected accounts. 
Some 9,000 copies of the newspaper promotion page were 
mailed out. The color ad ran on two days of the week- 
long promotion and a black-and-white ad ran for three 
days. Fifteen one-minute radio spots invited people to at- 
tend the open house party. Fabric, paint cans and an 
“Open House” sign was set up in a stationery window 
downtown. 

As a further customer attraction, the firm staged the 
treasure chest promotion sponsored by the Lumber Deal- 
ers Merchandising Institute. Colored balloons around the 
showroom lent a festive air. Each child attending with 
parents received a free balloon. 

Open house duties were assigned to each member of 
the staff from parking to machine demonstrations. Re- 
freshments of coffee and doughnuts were served. 

The budget for the open house was $400, about 50% 
being met by the cooperating manufacturer. 


48 June 20, 


“Now that we have really found a way to bring in the 
paint business, we are continuing a program of news- 
paper and radio advertising on paint,” asserted Cassidy. 
“But even more important, I believe, we are arranging 
to hold decorating courses in our showroom for women’s 
groups, the local artists’ association and other organi- 


zations. 





be 0 L } i ... as you like it! 





You just pick » ester from eur Moore's “Calor « . 

as you like i” , Omeose clear or grey tones, 
pastel or nts ~ you can match practically haw 
cri hee tes i on 








JANUARY 18, 19, 20, 21, 22 
FREE PAINT PRIZES 
COFFEE AND DOUGHNUTS 


DO VISIT 6 -., a BE GLAD YOU 











DRAMATIC COLOR ADS, also ads in black and white, ran 
every day during the week-long open house at Atlas 
Building Supplies, Ltd. 
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IN INTERIOR AND EXTERIOR 
PAINT FINISHES 


* over 2000 COLORS E 


, B ee las a tating system Wi] ® 
. ’ 





MORE WOMEN ore becoming interested 
in the Atlas paint department since the 
firm offered instant color matching. Spe- 
cial paint demonstrations for women's 
groups are scheduled. 


_ MATCHING A FABRIC against a 
sample color is alderman Jean 
Adams, deputy mayor of Frederic- 
ton, with president G. W. Cassidy. 
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The PENNVERNON Drawing 
Machine forms molten glass 
into sheets in a straight ver- 
tical draw. No rolls touch the 
glass surface until it has 
cooled beyond injury. This 
machine has enabled PPG to 
produce a super sheet glass 
far superior to any now pro- 
duced in the United States. 


Announcing 


‘tthe euhomeenensas 


Ames snc ean 
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a new kind of sheet glass 
with remarkable freedom 


from distortion... 


PPG PREMIUM 
PENNVERNON’ 


New PREMIUM PENNVERNON. You’venever seen a sheet glass like this before. 
Tests prove it has less distortion than any sheet glass now produced in the 
United States. Its development marks the greatest advance in flat glass tech- 
nology since the perfection of the PENNVERNON process 30 years ago. 


The heart of the PENNVERNON process is the giant, ladder-like drawing ma- 
chine you see on the left. Glass, while molten, is drawn vertically up through 
the ladder. No rolls or foreign matter touch its surface until the glass has 
cooled beyond injury. The result is a sheet glass with an unusually brilliant 
unmarred surface finish, both sides, and practically no distortion. 


All PPG sheet glass manufacturing plants are equipped to produce the new 
PENNVERNON in all standard thicknesses of window and heavy sheet glass. PRE- 
MIUM PENNVERNON is available through all PPG branches and distributors, 


Pittsburgh Plate Glass Company 


Paints « Glass « Chemicals + FiberGlass In Canada: Canadian Pittsburgh Industries Limited 
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N E W HARDWARE BUSINESS 


JIG 
COPING 


SAW BLADE 
SALES BOOSTER 


_ CUTS METAL, WOOD, Peastic 








LOW DEALER COST 
HIGH MARK-UP 


SELF-SERVICE 








A complete saw blade sales MASS DISPLAY OF RAILING and ailide display unit was used to 
center...colorful...eye catch- attract attention outside both stores. 


ing...all you need to service 


the hobbyist, professional and 
do-it-yourselfer. Two special promotions give New England dealer 


fast start in specialty line. . . . 


Compact...only 12”: deep, 
15” wide and 8” high. Easel 


back for the counter, punched - elle 
for wall or peg board display. $ " O00 R 

3 in Railings 
Ask your wholesaler for the 


NEW #50 GRIFFIN Sales PECIAL PROMOTIONS of iron and aluminum railing at 
Booster. two yards operated by the N. J. Gendron Lumber Co. resulted 
in unusually high sales for this New England dealer. Sales in 
both the Sanford, Me. and Portsmouth, N. H. yard ran three 
days. Dollar volume was slightly over $1,500 in the Portsmouth 
yard while the Portland yard sale exceeded $2,000. 
“We had done very little in the iron railing business prior to 
1 a f ‘eae these promotions,” said president Albert L. Gendron, “and then 
we really went into the railing business in both of these yards. 
We used radio and newspaper advertising and had the factory 
truck in the parking lot in front of the stores for the three days 
G. W. GRIFFIN COMPANY with a factory man and some of our own sales people to take 
Franklin, New Hampshire care of customers. 
Sales Representatives “Our sales of railing has continued at a very respectful volume 
John H. Graham & Co. Inc. since these promotions were put on and we feel we are definitely 
105 Duane Street, New York 8, N.Y. in the railing business to stay.” 
Circle No. 100 on Handy Cover Card 
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make an extra sale 
wherever concrete 
is poured. . .with 


CONTINENTAL 


WELDED WIRE REINFORCING FABRIC anki 


amukiP* 
= te 


30% Stronger Concrete Work 

Reinforced concrete bears heavier loads—stays new /ooking years longer be- 
cause the reinforcing fabric controls cracking, minimizes effects of heaving, 
settling, shrinking. And the extra cost to your customer of adding Continental 
reinforcing fabric is less than 10 percent of the whole job! 


Precision Welded on the most Modern Machines 

Continental Welded Wire Reinforcing Fabric is electrically welded on ultra- 
modern machines, assuring clean welds and uniform spacing. It lays flat and 
rigid for easy on-the-job application. Meets A.S.T. M. Specifications. Sizes 
and styles for most residential and commercial requirements. 


Tie in with National Advertising Theme, “Is it Reinforced?"’ 

People are asking more and more, “Is it Reinforced?" Be ready to make an 
extra sale wherever and whenever concrete is poured. See your jobber or 
write direct today for complete details. 





THURSDAY FRIDAY SATURDAY 
7:30 AM. 5 PM 780 AM. 5 PM. 7:20 AM.~ 12 NOON 


| “TRON RAILINGS SALE 





IRON RAILINGS AND ACCESSORIES 
Foc tocy representatwes wil be here to help yaw eth your vending problems 





ae el 
Hurry in dnd save at these carload prices 





Atjuilable 
IRON RAILINGS 


reguiorly 1 45 toot 
MOW DURING THIS SALE 


299-2 | 


FITTINGS WOT INCLUDED 























REINFORCING BARS FOR HEAVY 
7 CONCRETE CONSTRUCTION 


=n GALVANIZED WELDED 
WIRE FABRIC 








in popular mesh sizes and widths. 
For window guards, tree guards, ani- 
mal pens, fences, corn cribs, grills, 
etc. Galvanized before welding. 


Continental reinforcing bars provide 
maximum bonding to preduce the 
strongest kind of reinforced concrete 
construction. Write for literature. 





Sa 
N. J. GENDRON LUMBER Co. 


Raynes Avenue Portemouth AMPLE PARKING 




















CONTINENTAL STEEL Xcxowosnovn 
KOKOMO, INDIANA 
PRODUCERS OF Farm Fence, Posts, Gates, Barbed Wire, Standard Styles of Galvanized Roofing 


and Siding, Nails, Staples, Ornamental Lawn and Chain Link Fence, Wire Products. Welded 
Wire Fabric (Galvanized —Reinforcing). 


RADIO AND NEWSPAPER advertising 
were used in the three-day promotion. 
Fittings and small polyethelene bags of 
quick-drying cement helped make a good 
package sale. 
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A revolutionary new technique 


that will make cement 





your customers’ first choice 


for installing Armstrong ceilings 


You and your customers can forget the headaches of working with ordinary acoustic cements. Applying 
tiles directly to a ceiling used to be a dirty, difficult job. But no more! Now you can offer your customers 
a new means of installing Armstrong ceilings. Armstrong Brush On Ceiling Cement. It’s easier, cleaner, 
and more economical than either furring strips or the ordinary acoustic cement method. 

REMARKABLE NEW PROPERTIES. Brush On Ceiling Cement is the first cement designed especially 
for do-it-yourselfers. It’s white—won't stain the tile. It’s non-sticky—can be wiped off with a wet cloth. 
It's easy to work—can be applied with a regular paintbrush. It spreads out thinly and evenly—the tiles 
come in full contact with the ceiling, yet there’s time for the home mechanic to correct mistakes. 

EASY INSTALLATION. Installation was never easier. To put up a 12” x 12” tile, just paint five spots on 
the back of each tile, one in each corner and one in the center, then slip the tile into position, press it tightly 
against the ceiling and staple it into place. The staples hold the tile securely until the cement dries. That 
takes less than an hour. 

TESTED IN THE HOME, Brush On Ceiling Cement has been successfully pretested under actual 
conditions in the home as well as in laboratory humidity and dryheat rooms. Dealers in damp or arid sec- 
tions of the country can recommend it with complete confidence. Humidity won't affect it. Dryness can’t 
crack it. 

FOUR TIMES THE COVERAGE AT HALF THE COST. The spread coverage of a gallon of Brush 
On Ceiling Cement is 250-300 square feet—over four times more than the same amount of regular acoustic 
cements. Suggested retail price is $6.95 a gallon, $2.75 a quart. That's about half of what acoustic cement 
would cost to cover the same ceiling area. The economy of new Brush On Ceiling Cement will please your 
customers — and increase your sales. 

PROFITABLE. Brush On Ceiling Cement, an Armstrong exclusive, gives you a high margin of profit. As 
much as 58% on cost. And the new, simple installation system will widen the appeal of customer-installed 
ceilings and step up ceilings sales. Brush On Ceiling Cement will be heavily advertised, both on TV and 
in print, to help support your fall selling season and give you a decisive selling edge on competition. 

Your Armstrong wholesaler can tell you more about new Brush On Ceiling Cement. Or you can write 
Armstrong Cork Company, 4206 Rieker Avenue, Lancaster, Pennsylvania. 





\ Ve 


. Vi lV \ 
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Brush On Ceiling Cement is packaged in It will be featured in commercials on Arm- And it will be advertised in leading con- 
attractive display cartons. strong Circle Theatre. sumer magazines. 


(Aymstrong CEILINGS 


1860-1960 Beginning our second century of progress 
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HARDWARE BUSINESS 


’ 


NEW SHOPPING CENTER STORE 
is located between a drug store 
and a children’s ready-to-wear 
outlet. It is identified by two 
names: Service Lumber Co., the 
name of the main yard five miles 
away and Jimmy's, Inc., the branch 
store, named after president Mont- 
gomery’s wife. 


Dealer's New Shopping Center 


Branch Will Cater to Women 


Hardware and paint and giftwares get major space, but building materials 
aren't forgotten in Tulsa, Okla. branch. 


J IMMY’S, INC., the shopping center store opened last 
April by Service Lumber Co., Tulsa, Okla., empha- 
sizes hardware and paint in their 1,500 square-foot lay- 
out. The store caters especially to women and the do-it- 
yourself trade. 

“Women will feel more at home here at Jimmy’s than 
in a lumberyard,” feels Budd Montgomery, Service Lum- 
ber president. “Unless women know the personnel, they’re 
often hesitant about walking into a lumberyard. 

“In our new store, women can spend all day look- 
ing at wallpaper and won’t feel embarrassed to pull out a 
piece of string and say, ‘I want a piece of lumber this 
long’. Women spend most of the family budget and are 
usually the motivators and planners of both do-it-yourself 
and remodeling jobs.” 

Named for Montgomery’s wife, Jimmy’s stocks an un- 
usual line of furniture and cabinet hardware, even more 
so than the main yard, five miles distant. Mrs. Montgomery 
explains the reason for the diversified selection: 

“When I remodeled recently, I had a hard time 
finding just what I wanted. That’s why we have taken pains 
to get a good selection of furniture and cabinet hardware.” 
Mrs. Montgomery sent letters to 800 women inviting them 


to visit her at Jimmy’s just before the grand opening, also’ 


publicized in newspaper ads and direct mail. 
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To make women customers feel right at home, one 
corner of the store is equipped with sofa, chairs, home- 
planning magazines and ever-ready coffee pot. Wallpaper 
books are arranged on a sloping shelf for easy reference. 
A gift line is stocked as a traffic builder. 


The sizeable paint department, complete with acces- 
sories, is equipped with a paint-mixing machine. Samples 
of floor, wall and ceiling materials are shown on swinging 
panels. Since all but 250 feet in the store is used for dis- 
play purposes, big orders are delivered the following day 
from Service Lumber’s five-acre layout. The company has 
a year’s lease in the shopping center. This calls for a 
minimum rental and a percentage of sales above a set 
figure. 


Jimmy’s is located between a chain drug store and a 
children’s ready-to-wear, which is near a popular cafe- 
teria. Other stores in the shopping center, which opened 
in November, 1958 include a chain supermarket, auto 
supply, furniture, sporting goods and specialty shops. 


Carroll Erwin, who has nine years of building products 
merchandising experience, is branch manager, with two 
assistants. Store hours are 8:30 to 6 and 9 p.m. on Thurs- 
day. During the early weeks, the store was kept open until 
8 p.m in a get-acquainted move. 
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BUILDING WOMEN’S TRAFFIC (at left 
and below) is one of the main purposes 
of the shopping center store. A lounging 
corner slanted for women's comfort, a 
giftwares nook and a wallpaper shelf 
are aimed for one purpose: more sales 
to women. 























pee HARDWARE ITEMS for the do-it-yourself 

VOOD-TRIM ¥ customer get special wall and shelf dis- 
Sr ae play. More extensive lines of specialized 

, hardware are carried here than the main 


MAJOR LINES of building materials are shown on swinging panels by branch man- PAINT AND ACCESSORIES occupy 25%, 
ager Carroll Erwin. Branch yard is mainly a showroom with deliveries from the main of the overall display area with emphasis 
yard five miles away. - on color mixing. 
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HARDWARE TRENDS 


PAINT SALES ARE BOOMING, could end this year 10%- 
12% above 1959. Sales reached $131 millions in 
February, a gain of 8.3% in spite of bad weather. 
Strangely enough manufacturers are not too happy. 
The soaring costs of sales aids to sell more 
paint, plus the high promotion expense for in- 
troducing exterior acrylics and latexes is the 
reason for gloom. One producer told us his 

costs for sales tools now nearly exceed his ex- 
pense for producing paint. 

Cut prices for paint usually mean a product made 
to sell for a low figure... Our last field reports 
show little shading, normally full-margins on 
first-line goods. 


STANLEY'S TOOL CENTER promotion introduced at the 
NRLDA Exposition last November is now improving 
both turnover and profits in the hand tool de- 
partment of many yards. Actually, it's based on 
a tested Sears principle of stocking only the 
most wanted items. Some customers may be dis- 
appointed, but after all a store car't please 
everybody. 


COUPONS AND MORE COUPONS seem to dominate spring 
and summer circulars put out by hardware whole- 
salers for dealer customers. In Chicago Ace's 
spring retailer circular had seven. Franklin 
Hardware & Supply at Philadelphia raised the ante 
to 17 coupon specials. 

It's no secret that lumber and building material 
dealers are joining these promotions to increase 
store traffic and get new customers. They can't 
become a franchised "Ace" store, but many hardware 
wholesalers don't go all the way in developing a 
rigid so-called "agency store" formula. 

Running out of stock is the common complaint on 
coupon special deals. Both dealers and whole- 
salers seem to underestimate the appeal of a 
bargain. 


TWO CONVENTIONS IN HARDWARE are scheduled each year, 
may confuse building material dealers now giving 
more attention to this department. This year the 
NRHA convention, no exhibits, mostly management 
programs, will be at Philadelphia, July 10-14. 

For buying and a chance to see hundreds of ex- 
hibits in one spot, it's the National Hardware 
Show, October 10-14 at the Coliseum in New York 
City. 


CASH-AND-CARRY wholesaling is being tried by Moore- 
Handley Hardware Co., Birmingham, Ala. C&C 
applies only to home construction lines including 
some plumbing and electrical goods. 

Dealers select items from displays, enter orders, 
pay cash and take away the merchandise. Carton 
sales only are made. The policy is in effect at 
other warehouses of the company at Mobile, 
Atlanta, Nashville and Chattanooga. Incidentally, 
several straight-line building material whole- 
salers are also about to try this same idea in 


the midwest. 
































Appalachian Hardwoods are recognized 
everywhere for their fine natural qual- 
ities—soft texture, easy workability and 
attractive graining. Let the foremost 
concerns in this column supply you with 
dependable quality, well-manufactured 
Appalachian Hardwood products. Con 


sult ther. on your next requirements. 





*Hamer Lumber Sales, Inc., Kenova, W. Va. 


Exclusive Soles Agents for 
J. P. Hamer Lbr. Co., Inc., Kenove, W. Va. 
Homer Lbr. Corp., Appalachia, Va. 
facturers A lachion Hard d Lumber 











Wood-Mosaic Corp., Louisville 9, Ky. 


White and Red Oak, Walnut, Popler, Basswood, 

Beech, Cherry, Mahogany and Laven Lumber. Do- 

mestic and imported Veneers. Hardwood Flooring— 

Ock and Maple Strips and Laminated Block and 
Special Pattern Flooring. 





A lachion Hardwoods 


Pp 





Manufacturers, Inc. 


always spe 


APPALACHIAN HARDWOODS 


Circle No. 103 on Handy Cover Card 
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HAS TAKEN EVERY MARKETING AREA BY STORM 
-caught the imagination of BUILDERS, CONSUMERS, REMODELERS. 



























































\S: GOLD ANODIZED ALUMINUM TRACK @® Dilac/ 
I; a ent 


WITH SUCH FEATURES 
s | 
m SUPPORTS HEAVIEST LOADS @& 
m TRACK IS EASILY CUT TO SIZE FOR SPECIAL WIDTHS @ 


AND A PROP -TaSneD BARRAGE OF SALES AIDS! 





| 12 closet rods 
aEWIEHIBER! Behind every closet door is a potential Grant Closet Rod Sale. 


You can’t afford to close your door to these openings! write For COMPLETE DATA TODAY m 


GRANT CLOSET ROD 


GRANT PULLEY & HARDWARE CORPORATION 


“x Eastern Division/ 3 High Street, West Nyack, N. Y. 
Western Division/ 944 Long Beach Ave., Los Angeles 21, Calif. 


¢ special sliding hardware 


sliding door hardware * drawerslides -* drapery hardware ¢ pocketframes ° pulls 
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HARDWARE BUSINESS 


Dealer's Screen Promotion Steals 
Business from Discounters 


One Los Angeles retail lumber 
dealer is recapturing the screen busi- 
ness from discount houses. He’s doing 
it by selling aluminum screens on an 
installed package-priced basis. 

Before selling the packaged job, this 
dealer was selling very few screens at 
all on the conventional window basis. 
Now he’s selling 20-30 complete house 
jobs per month. The gross profit on 
each job runs about 25%. 

The Los Angeles dealer started his 
special package promotion when he 
noted that most discount houses offer 
several small size screens at one price. 
He first measured windows in his own 
house and those of several of his em- 
ployes. Figuring the cost for the aver- 
age house, he arrived at the following 
installed prices which would guarantee 
him a 25% gross profit. 

A house requiring nine window 
screens, $49.95 installed. He adds $5 
for each additional screen. His news- 
paper ads give him a unit breakdown 
up to 15 screens for $79.95, the dealer 
reveals. 


Prices include measuring and instal- 
lation. The offer covers any standard 
stock size up to and including four 
feet wide and six feet high. In addi- 
tion, the firm offers to include four 
special sizes, if necessary. The order 
must include a minimum of nine win- 
dows. There’s a special charge of 50¢ 
per window for second-story windows. 

Installation is handled by a part-time 
employe, who receives 50¢ to $1 per 
screen. Measurements are sent to the 
screen factory, which returns the 
screens packaged for the house. At the 
time of measuring, the installer re- 
ceives a minimum deposit of $20. 

After a newspaper promotion of 
several months, the dealer found he 
was making as many sales from re- 
ferals as from current ads. Conse- 
quently, he cut back to a monthly 
schedule as part of an overall ad. 
Many jobs also result in sales of door 
screens. When the dealer sells paint 
for a house job, he suggests that it’s 
more economical to get a new set of 
screens than repaint the old ones. 


Want to Vote for a Pattern? 

ATLANTIC City, N. J.—Cohn-Hall- 
Marx Co., New York City manufac- 
turer of Con-Tact, will hold an elec- 
tion-selection of new patterns during 
the NHMA Show here July 11-15. 

A voting machine installed in the 
firm’s booth No. 1433-35 will be used 
by convention-goers to select their fa- 
vorites among Con-Tact’s five new pat- 
terns. The new patterns voters will 
see are named Bucks County, Fleur- 
de-Lis, Lido, Golden Pearl and After 
Five. 

Cohn-Hall-Marx announces it will 
post bulletins during the show along 
with results of the concurrent politi- 
cal convention in Los Angeles. 


Hardware Show 96% Sellout 

New York City—The National 
Hardware Show to be held Oct. 10-14 
at the Coliseum is already 96% sold 
out, reports Frank M. Yeager, man- 
aging director. 

“Every available foot of exhibition 
space at the Coliseum is being used,” 
he said. 

The big 1960 show will be the 
world’s largest showing of hardware 
and allied products. 


Ajax Hardware Expansion 

Los ANGELES—A new plant in the 
City of Industry near here for Ajax 
Hardware Corp. more than triples the 
firm’s capacity, according to president 
Norman D. Louis. 





B&D's passing along success stories like this... 
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die 


to sell more Saws to builders, carpenters, home craftsmen! 


June 20, 1960, AMERICAN LUMBERMAN AND BUILDING PRODUCTS MERCHANDISER 





HARDWARE BUSINESS 


Another Good Year for 
Lawn Mower Sales 


WASHINGTON — Market saturation 
for power lawn mowers is estimated at 
at 61.4% and should not reach its 
peak of 85% until 1965, according to 
the Lawn Mower Institute. 

The industry produced 4,200,000 
units in 1958, a 20% increase over 
the year before. Manufacturers antici- 
pate continued growth this year. 


Finish Hardware School 


NEw BRITAIN, CONN.—Graduates 
of a recent 3-week builder hardware 
course sponsored by P. F. Corbin Div. 


are as follows: 

Richard A. Smith, Stanley Hardware, Clay- 
ton, Mo.; Charles Roger Judy, Akron Hard- 
ware Consultants, Akron, Ohio; Joseph R. 
Sweeney, Stanley Works, New Britain; 
Joseph Weibruch, Uplands Hardware Corp., 
Peoria, Ill.; Robert Davidson, T. E. David- 
son Co., Syracuse, N. Y.; David Kuntz, Up- 
lands Hardware Corp., Peoria; James Moore 
of Kenneth P. Ritchie, Pittsfield, Mass.; 
Grenville B. Winthrop, Corbin Division sales 
department, New Britain; Frank Weaver, 
Ruff Hardware Co., Columbia, S. C.; Robert 
Brown, Corbin Division, New York; Rosaire 
Legare, Val Royal Building Materials, Mon- 
treal, Canada. 

H. B. Kent, manager of contract sales; C. S. 
Bauman, assistant general sales manager; 
E. J. Parker, president; L. C. Booth, vice 
president; L. I. Wandelear, supervisor of 
sales department, and R. E. Keane, adver- 
tising manager, P. F. Corbin Div. 


Special Offers 


DEC i 
ap aT 
VINYL Fower Grip Screwdrivers 
VALUES 


N. 


Screwdriver Bucket 

Fuller Tool is offering a brand-new 
assortment of Vinyl Power-Grip Screw- 
drivers in an eye-catching red-and-white 
No. P-339 bucket, complete with price 
banner. The screwdrivers, 50 in all, have 
non-slip, blister-proof handles locked in 
ridged vinyl. With values to 95¢, the 
screwdrivers retail at 39¢ each, two for 
75¢. 

The assortment includes 10 each of 
heavy-duty, mechanic’s, electrician’s and 
cabinet screwdrivers and five each of 
Nos. 1 and 2 recessed (Phillips type). 
Total retail value of the P-339 assort- 


ment is $19.50; the dealer cost is $13. 
Open stock refills are available at all 
times. Catalog sheet may be obtained by 
writing to Fuller Tool Co., Dept. AL, 
3522 Webster Ave., New York 67, N. Y. 
Circle No. 241 on Handy Cover Card 


A Choice of Four Deals 

R-V-Lite Div. is offering a choice of 
four deals, each including free merchan- 
side, through jobbers as part of its 1960 
sales program. Different selections of 
flexible window materials, both roll and 
package goods as well as specialties such 
as R-V-Tex Floor and Carpet Runner 
are offered. Besides giving free goods, 
R-V-Lite pays freight to destination. 

R-V-Lite dealers also will receive a 
supply of advertising and sales aids. In- 
cluded are folders, ad mats, window 
streamers, wire hangers and ideas for 
promoting the sale of R-V-Lite products 
in conjunction with related cold-weather 
items. For details, write to Sales Mana- 
ger R. R. Miller, R-V-Lite Div., Arvey 
Corp., Dept. AL, 3500 N. Kimball Ave., 
Chicago 18, Ill. 

Circle No. 242 on Handy Cover Card 





Service-type promotion talks 
builder-carpenter language! 


For the first time in saw selling, Black & Decker 


is going after the building trades with advertising 


that really talks their language. That means 
you'll get stronger name-sell on Black & Decker 
Saws, more traffic for your store. And we’re tell- 
ing your homeowner customers why the Saw eae 


chosen by top projects is their best choice, too! 
Remember: B&D gives you Saws for every purse 


THIS SPRING! 


and purpose .. . six models from 64” to 94” 
blade diam. . . . from $49.95 retail. And don’t 
miss the profit opportunities in fast-selling 


B&D-Built Kro-Bide Saw Blades! 


LACE our BLACK & DECKER 
WHOLESALER ~Jeu',/ 
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B ECHANIX 


~ ioerTnare? 


TOTAL OF 16 


Practical Builder 


oe ge 


poPpUuIAR * 
SCHENCE 


ADS IN THESE MAGAZINES 


New B&D Merchandiser 
builds profitable repeat 
business in saw blades 
and accessories. Selection 
of most popular blades fit 
any saw with %” arbor. 
Colorful “‘see-thru”’ pack- 
aging. Free display stand. 
Plus 2 free bonus blades! 
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Introduces Concealed Fold 
and Slide Door Hardware 


National’s new No. 381 fold and slide door hardware 
is completely concealed and especially designed for to- 
day’s smart flush doors. Noiseless nylon pivots carry 
door weight and a nylon roller guides the door in steel 
galvanized track. Jamb bracket permits use with either 
wood or concrete floors. No measuring is needed to lo- 
cate bracket, just attach it to jamb, says maker. 

Use of No. 381 hardware makes storage areas fully 
accessible. It also is the perfect answer for space-saving 
storage walls in today’s modern homes. 

arket data. No. 381 hardware is zinc and chromate 
plated. A touch starts its fully automatic sliding-folding 
action to fully open, completely close or stop at any mid- 
point, if desired. Adjustable rubber stop keeps doors 
fully, snugly closed. It’s available in single units for 
standard openings or double sets for extra-wide four- 
panel installations direct from maker. No. 381 hardware 
is primarily an item for contractor sale. Sales aids include 
working models and brochures. National Manufacturing 
Co., Dept. AL, 11005 First Ave., Sterling, IIl. 

Circle No. 203 on Handy Cover Card 


For more facts, use 
handy back cover 
coupon. 


Replacement Unit 


A colorful double-sided 
unit features a typical Weis- 
er lock replacement applica- 
tion, complete with new 
lock-set, escutcheons and 
latch face underplate. It il- 
lustrates a worn-out lock and 
attracts do-it-yourselfers with 
a message describing the 
ease of replacing old locks. 
The new unit is available 
from distributors. Weiser 
Co., Dept. AL, 4100 Ard- 
more, South Gate, Calif. 
Circle No. 204 on Handy Cover Card 


Pruning Saw 


A new double-edge prun- 
ing saw is ideal for use by 
a gardener or homeowner 
who wants to do his own 
tree work. One side of the 
blade has eight points per 
inch and is for fine cutting 
of small branches. The other 
side is tuttle tooth for cutting 
heavy limbs. Chrome vana- 
dium steel blade is 18” long; 
handle is hardwood. Sey- 
mour Smith & Son, Inc., 
Dept. AL, Oakville, Conn. 
Circle No. 205 on Handy Cover Card 


Fencing Wickets 

Lawn Guard fence wick- 
ets are made of aluminum 
coated with a special silvery 


finish called _lustre-brite. 
They are 19” high; packed 
6 to 12 in a carry-home 
display package and are 
available from distributors. 
A 6-pack retails for 89¢. Re- 
tail markup on cost is 50%. 
Sales aids include envelope 
stuffers. Nichols Wire & 
Aluminum Co., Dept. AL, 
1725 Rockingham Rd., Dav- 
enport, Iowa. 

Circle No. 206 on Handy Cover Card 





(For more new products, see page 64) 
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CUTTING COSTS ACROSS THE BOARD 








Acme Idea Man E. H. Jones (left) views bis Idea No. 
S3-64 at Gray Products Company, Waverly, Virginia. 


Handled individually, the bulk and weight of particle board sheets would 
make loading, unloading and storage costs prohibitive. But unitized into 
compact, solidly secured bundles, they're a cinch to handle and ship. 
Acme Steel Strapping provides the efficient, low cost answer for pack- 
aging “Graco” Flakeboard. The sheer simplicity of this method enables 
the operator to secure stack after stack quickly and smoothly throughout ACME STEEL COMPANY 
the day. And, it easily handles the wide range of sizes and thicknesses. oo Soe ee 


s . i ' 135th Sc. & Perry Ave., 
Your Acme Idea Man is an expert at developing efficient, low cost Chicago 27, Ill. 


strapping methods. Call him, or clip the coupon for further facts. Please send me Idea No. 
$3-64 and examples of how 
major companies in my field 
use Acme Steel Strapping. 


IDEA LEADER IN 


ACME 
949%) STRAPPING es 


City 
Circle No. 106 on Handy Cover Card 





HARDWARE BUSINESS 





NEW PRODUCTS 


(begins on page 62) 





Masking Shield 


It took a second to insert 
a window-masking | shield 
(lower half of photo) and 
two minutes to paint sash 
(upper half of photo). The 
16-gauge vulcanized fiber 
shield holds on putty, wood 
or metal. Available for 
wood-sash in all standard or 
special sizes. To order, give 
window clearance to be 
covered. O'Neill Spray 
Shield Co., Dept. AL, 1719 
S. 18th, Philadelphia 45, 
Penna. 


Circle No. 207 on Handy Cover Card 


Master Guild Line 


A new and improved paint 
line, called Master Guild, 
also has a new package de- 
sign. Painter products in the 
line include a low luster 
house paint, alkyd flat fin- 
ish, PVA interior latex, dull 
eggshell enamel, gloss en- 
amel, PVA wall primer, satin 
varnish, alkyd spar varnish, 
clear-var semi-gloss and fast 
dry sanding sealer. Minne- 
sota Paints, Dept. AL, 1101 
3rd St. South, Minneapolis 
15, Minn. 

Circle No. 209 on Handy Cover Card 


Yardwide Leaf Rake 


Easily replaceable teeth 
that snap in or out without 
the use of pliers are a feature 
of the new Green Thumb 
Yardwide Leafcomb. Thirty- 
six teeth are closely spaced 
across the 36” head, which 
is reinforced with special 
bead for rigidity along with 
extra lightweight. The Union 
Fork & Hoe Co., Dept. AL, 
500 Dublin Ave., Columbus 
15, Ohio. 

Circle No. 211 on Handy Cover Card 


Improved Handle 


A new decorative handle 
7” in depth for Patio Magic 
glass sliding doors is pointed 
to in photograph above by 
the firm’s president Alex- 
ander Miller. The handle 
incorporates an_ easier-to- 
use latch and a lock for 
greater security. It is engi- 
neered of chrome and ano- 
dized gold. Daryl Products 
Corp., Dept. AL, 7240 N. 
E. 4th Ave., Miami, Fla. 
Circle No. 212 on Handy Cover Card 





interior Wood Finish Dries 
to the Touch in 20 Minutes 


Trade-named REZ 20, a new clear, 
fast-drying interior wood finish now is 
available. REZ 20 provides a beautiful, 
durable, clear satin finish on all interior 
wood surfaces, including paneling, doors, 
cabinets, woodwork, furniture and floors. 
It also is suitable for finishing pressed 
wood and hardboard. 

REZ 20 dries to the touch and dust- 
free in 20 minutes. A second coat may 
be applied in two hours. REZ 20 finish is 
both alcohol and water resistant. 

Market data. REZ 20 is available in 
pints, quarts, gallons and a convenient 
16-ounce spray can. It covers approxi- 
mately 100 square feet per quart. REZ 
20 Spray may be used within minutes 
over wiped stains or REZ Color-tones, it 
is said. REZ 20 is an ideal item for both 
consumer and contractor sales. Rez 
Wood-Tones, Inc., Dept. AL, P. O. Box 
142, Springdale, Penna. 


Sturdy Hammer 


Great Neck Saw _ an- 
nounces a new quality forged 
hammer. Designated the W- 
16, it has a 16-ounce drop 
forged head with curved or 
ripping claw. The tapered 
handle is flame conditioned 
hickory and the head is 
mirror polished for maxi- 
mum consumer appeal. Sug- 
gested retail price of the 
W-16 is $1.95. Great Neck 
Saw Mfrs., Inc., Dept. AL, 
Mineola, N. Y. 

Circle No. 2:9 on Handy Cover Card 


Chopstix Introduced 


Chopstix is the newest 
pattern in a_ self-adhesive 
plastic covering, which may 
be used on any smooth, dry, 
clean surface. It is available 
in a variety of colors and 
will cover everything from 
shelves, cabinets and splash 
areas to complete walls, says 
maker. It retails at 49¢ per 
yard. It is an ideal item for 
sale to  do-it-yourselfers. 
Stix Products, Dept. AL, 866 
Sixth Ave., New York 1, 
Circle No. 208 on Handy Cover Card 


Circle No. 213 on Handy Cover Cord 


(continued on page 66) 
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TEAR Ot 
penn sone 


The oitooks is always the beit 
wilh Quality bit Wood Windows 


Here's a window line so complete that it's bound to suit your 


requirements. The Qualitybilt Wood Window line ranges from pre- 
cision-crafted, slimline Casements to the versatile, economical 
4-Ways ... includes the novel Gliders, Double-Hung, and 

Picture Units. If it’s quality you want... at a reasonable price. . 
then investigate this full line! There’s a Qualitybilt Distributor 
near you with complete details. See him TODAY, 

or, write us for full information. 

See our catalog in Sweets Architectural and 

Light Construction Files! 


FARLEY & LOETSCHER MFG. CO. 
DUBUQUE, IOWA 


Entrances / Doors / Frames / Sash / Blinds / Casements / Glider Windows / SlidingDoors / Screens / Combination Doors / Storm Sash / Garage Doors 
Mouldings / Interior Trim / Sash Units / Louvers / Kitchen Cabinet Units / Cabinet Work / Stairwork / Disappearing Stairs / ‘‘Farlite” Laminated Plastics 
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HARDWARE BUSINESS 





NEW PRODUCTS (begins on page 62) 





Door Viewer 
Wide-angle, one-way lens 
in new Magnificent Door 
Viewer is set in a polished 
brassed modern escutcheon. 
It has space for name and 
apartment number. Installs 
in minutes, requires only 
14” hole. Fits all doors up 
to 134” thick. Individually 
packaged in display box, it 
retails for $2.98. For catalog 
sheet, write to Remington 
Hardware, Dept. AL, 100 
Greenwich, New York 6. 


Modernization Kit 

A Modernization Kit con- 
verts old locksets to Kwik- 
set’s 400 line. Made from 
wrought brass or bronze, it 
consists of two trim plates, 
latch plate and strike. Kit 
is boxed complete with tem- 
plate for positioning new 
holes to be drilled plus in- 
structions. Retail list price, 
less lockset, is $4. Kwikset 
Div., American Hardware 
Corp., Dept. AL, 516 E. 
Santa Ana, Anaheim, Calif. 


Pendant Drops of Cordey China 


One, two or three light polished brass 
hangers combined with any of three new 
pendants drops of Cordey China bring 
flexible lighting to a living room, din- 
ing room or bedroom. Hung at the 
same height or staggered, the trio of 
pendants may be mixed or matched for 
variety of style, color and mood. 

One pendant, French white in finish, 
has a cut-out cloverleaf design with 
raised flowers outlined in gold. It is 
10%” in height, 642” in diameter. Also in 
French white, another pendant has a 
gold and pearl-toned raised leaf applique 


Circle No. 214 on Handy Cover Card Circle No. 215 on Handy Cover Card design. The third pendant is of Chantil- 








Headquarters for 


ALL 
METALS 
BRASS 
CHROME 
STAINLESS 
ALUMINUM 











Lowest Prices! Immediate Shipment! 


HINGES FURNISHED BLANK OR 

PIERCED TO SPECIFICATIONS — 

IN STOCK LENGTHS OR CUT TO 
EXACT SIZES. 


Add to your profit picture: suggest 
“SCOTCH” BRAND Masking Tape 
with every paint sale. 


SCOTCH 1S A REGISTERED TRADEMARK OF THE 3M CO 
S. PARKER HARDWARE MFG. CORP. Minnesota Jfinine ano )/fanuracrurine E> 


+++ WHERE RESEARCH IS THE KEY TO TOMORROW 








Quality Hardware Since 1900 
27 LUDLOW STREET - Phone WAlker 5-6300 - NEW YORK 2, N. Y 
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ly lace applique design in ceramic. 

‘ t data. All three pendant drops 
in the Cordey collection use a 100-watt 
lamp. They offer homemakers an op- 
portunity to design their own fixture 
arrangements. Progress Mfg. Co., Dept. 
AL, Castor Ave. & Tulip St., Philadel- 
phia 34, Penna. 
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House Paint Primer 


New Formula X-27 Prim- 
er is said to be an ideal first 
coat for all house painting 
jobs, wood or masonry, 
where there’s a threat of 
moisture. Used as a primer 
under latex paints, it as- 
sures a long-wearing finish; 
used under oil-based con- 
ventional paints, it mini- 
mizes blistering. It’s off- 
white, boasts easy brushing. 
Staley Paint Mfg. Co., Dept. 
AL, 5243 Manchester, St. 
Louis, Mo. 
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For Replacing and Setting 
Window Panes 


Handi-Glaze Window Glazing Car- 
tridges with the new Glaz-Matic nozzle 
and Stop-Flo are especially designed for 
replacing and setting window panes. The 
Glaz-Matic nozzle gives exactly the prop- 
er amount of glaze to form a perfect 
seal between glass and window frame as 
shown in photo above, says maker. The 
nozzle does the work of a putty knife. 
Stop-Flo button in rear of cartridge is 
made of flexible plastic to create power- 
ful suction which actually pulls glaze 
back into cartridge when gun rod is 
withdrawn. Glaze flow is stopped in- 


stantly, it is said. 

Market data. Suggested retail price of 
Handi-Glaze Glazing Cartridge is 98¢; 
dealer price is 65¢ each. It is available 
from wholesalers. The cartridges are 
packed 10 per self-serve display carton. 
They are ideal items for both consumer 
and contractor sales. Dealer sales aids 
include ad mats and an illustrated folder 
for the homeowner giving complete in- 
structions on cartridge window glazing. 
The Gibson-Homans Co., Dept. AL, 2366 
Woodhill Road, Cleveland 6, Ohio. 
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Fastest Dealer Service 


Special arrangements will speed your 
inquiry to the manufacturers. See the 
back cover for the first really conven- 
ient card for one-stop shopping. 





$1495 complete with removable serrated jaws | 3). : 


ASK YOUR DEALER’ 
FOR A DEMONSTRATION 


a 


At your tool suppliers, or write VERSA-VISE, Dept. 531, ORRVILLE, OHIO 
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HARDWARE BUSINESS 





NEW PRODUCTS 


(begins on page 62) 





Flash Precision Rule 

A new, push-button ratchet action 
automatic measuring tape is attractively 
cased in a gold-tone brass-plated zinc 


case. A push of the thumb slides tape 
back into tne Case. 


Available in 6’, 8’, 10’ and 12’ sizes, 


each tape is replaceable and is printed 
with numbers in two colors to facilitate 





TOPS 
in fine 
BUILDERS’ 


HARDWARE 


A full line of quality 
hardware . . . door, sash, 
cabinet, screen, and 
specialties . . . a style, 


SAFE PADLOCK and 
HARDWARE CoO. 


THE AMER 


LANCASTER, PENNSYLVANIA 
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material and finish 
for every purpose. 


. . you can count 
on SAFE, for 


Flawless 
FINISH 


Prompt 
DELIVERY 
and 


Competitive 
PRICE 





easy measuring. The markings feature a 
diamond every 16” for marking 2 x 4 
beams in walls. 

Market data. Packaged in display 
boxes of six each, the tapes are priced 
as follows: 6’, $1.80; 8’, $2.10; 10’, 
$2.30; and 12’, $2.60. Flash Mfg. Co., 
Dept. AL, 169 Murray St., Newark 5, 
N. J. 

Circle No. 219 on Handy Cover Card 


SIMEON AN Ppp RE ty Reem 


Repairs Floor Cracks 


Called Jiffy Floor, a new plastic ma- 
terial for filling cracks, expansion joints 
or shallow holes in concrete or plank 
floors is announced. It contains no as- 
phalt, gravel or concrete and it’s ready 
to use indoors or out because it is not 
affected by temperature changes, says 
maker. 

Illustrated in photo above are four 
quick, easy steps for using Jiffy Floor, 
left to right: clean the crack or expan- 
sion joint, prime, fill, compact and use. 

Market data. Jiffy Floor may be ap- 
plied in a few minutes and the repaired 
area will last for years, it is said. No 
mixing is required. Jiffy Floor is water- 
proof, dustless, skid-resistant and noise- 
less. It will not crack, crumble or peel. 
The Monroe Co., Dept. AL, 10603 
Quebec Ave., Cleveland 6, Ohio. 
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Post Lantern 


A plastic outdoor post 
lantern is available as part 
of Virden Lighting’s new 
Scotch Plaid line. Designated 
SP-7817, it is white, trimmed 
in brass, fits any standard 3” 
post. Height is 1814”; cage 
is 15” x 10”. It uses a 100- 
watt lamp. Also available in 
black with brass trim (SP- 
7816). Virden Lighting, div. 
of John C. Virden Co., Dept. 
AL, 5209 Euclid Ave., 


Cleveland 3, Ohio. 
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set of nails and easy-to-follow instruc- 
tions. 
Market data. Both types of Korolum 
are priced to retail at about $15.50 per 
carton, or about halfway between the price 
of the maker’s untinted aluminum rolls 
and its packaged spring bronze rolls. 
Offering a dealer discount of 40%, Kor- 
olum tinted aluminum weatherstrip now 
is available from 25 hardware jobbers 
or direct from maker. A do-it-yourselfer 
may easily apply it with the help of a 
hammer and scissors. Minimum dollar 
investment for a dealer is $45. Sales aids 
include a display carton containing 12 
packages of Korolum, a price list and Ah-h-hh. . Something New Again 
catalog now available from National Turn to back cover for a time-saving, 


Metal Products Co., Dept. AL, P. O. reset ~ 
Box 242, Carnegie, Penna. brand-new idea in inquiry cards for 
Circle No. 223 on Handy Cover Card busy dealers. 











Novafold 


solid core plastic doors 





Portable Utility House ois | Moe | UY with 

The Mirro Portable Utility House is ew a Ri \) PXws «ADVANCED MECHANICAL FEATURES 
ideal for storing garden tools, storm é . | ae 
windows, screens and children’s play- mah y in the iow-medium price field 
things. It also is suitable as a livestock 
feed house, beach house or construction oI % “_ a i : 
job office. The portable shelter folds A a , Wm Youcan pay 30% to 100% more—without 
flat to only 742” x 4’ x 6%’ for easy f 3 getting any finer folding doors. Here is 
canrymg me station wagon or trailer. = a combination of strength, mechanical 
There are no nuts, bolts, Screws OF ee Ata excellence and fine appearance that is 
nails. Two people can set it up in min- end teh , 
utes, says maker. ard to beat at any price. 3 

a The leaves are 4” wide—each having a 


Market data. Suggested retail price of 
the portable house ts $199. Made of rust- = solid core running the full height of the 
proof aluminum, it requires no painting f-—=§ door. This means rigidity, even on wide 


ge nf A lh Fn ) |_| spans, with good insulation and sound. 
Mirro Aluminum Co., Dept. AL, Wash- x= |= deadening values. . 
ington St., Manitowoc, Wis. = | The 12-gauge vinyl plastic covering 
Circle No. 222 on Handy Cover Card has a luxurious leather texture. It is 
mildewproof, rotproof, washable and 
replaceable. Color-matched valances with 
the same solid core and vinyl plastic 
covering are available. Novafold Doors 
are made in 21 stock sizes and in six 
attractive colors: Off-White, Chartreuse, 
Dark Green, Beige, Gray and Red. 

Self-lubricating nylon slides run 
silently on a steel overhead track. Each 
door folds into a 4%” stack. Only a 
screwdriver is needed for installation; 
no furring, trim or roughing. 

Also available... NOVAFOLD CUS- 
TOM DOORS-—with pantographic mech- 
anism—for folding doors, flexible walls 
and room dividers...in sizes up to 16’ 
high by 25’ wide. 

Mail the coupon today for full infor- 
mation on this and other fine quality 
Nova Products. 











<—— 7 


~*~ 
—— =e 


nte Send the literature and/or specification data checked: 
Tt d Aluminum Weatherstrip Nov SALES 0 Novafold Doors 0 Nova Shakes and Shake-Panels 

Two new products, called Korolum, ‘Trenton 3, N. J. D Nova Vista-Lux (Fiberglas ® -Reinforced) Panels 
provide homeowners with a packaged 0 Novaproofing (for waterproofing concrete and masonry) 
aluminum weatherstrip in either a bronze A Aare hs 2 cat a 
tint or a white finish. Each of the Py - eee, 5 
punched, 17’ rolls is long enough for on te ma t dala ADDRESS 
one regular doorjamb. Each roll is pack- in Canada: Homasote of Canada, 

“ . a ° es t., T to 7, Ont. > 

aged in an individual eye-catching, clear eee re renee ror 
plastic container including a complete 


NAME 
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HARDWARE BUSINESS 











New Sales Aids 


Puts Fasteners in New Packaging 
and Issues a Package Stock Guide 

A new, 12-page Package Stock Guide (SPG-3) outlines 
packaged items, sizes and finishes of fasteners carried as 
standard stock at Southern Screw’s factory and main ware- 
house in Statesville, N. C. More than 500,000 gross of pack- 
aged items plus over a billion screws in bulk are ready for 
shipment. A bulk stock list also is available upon request. 

SPG-3 is especially designed to aid dealers in determining 
what is available through their Southern Screw wholesalers, 
who also will find the guide a handy reference. 

The manufacturer’s new packaging with NRHA-approved 
“EZ to C” label system is both a time and effort-saver. Con- 
fusion-proof packages, shown in photograph at left, show size, 











Modern Provincial by Amerock 


Modern Provincial cabinet hardware 
developed by Amerock Corp. is available 
in a choice of four finishes, including 
Antique English, Copper, Silver and Ivo- 
ry Gold. Retail prices of the pull and 1” 
knob are 49¢ each in the three antique 
finishes and 59¢ in the ivory gold finish. 
The 14%” knob retails for 60¢ and 70¢. 
The semi-concealed hinges list at 79¢ 
per pair in antique finishes; 89¢ per pair 
in ivory gold. 

For as little as $11.70, a dealer may 
obtain display No. 516 (see photo above) 
showing the items in all four finishes 
and with a starting stock in Antique 
Copper finish only having a resale val- 
ue of $17.70. 

A dealer wishing a more complete 
starting stock in all finishes may obtain 
stock having a retail value of $73.80, 
plus a free display, for only $44.28. Cat- 
alog page may be obtained by writing to 
Amerock Corp., Dept. AL, 4000 Auburn 
St., Rockford, Ill. 
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1360, Statesville, N. C 


head style and finishes at a glance. 
For a copy of the maker’s new Package Stock Guide 
(SPG-3), write to Southern Screw Co., Dept. AL, P. O. Box 
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Snap/Lock Lawn & Garden 
Power Tool Selling Center 


Called the No. 22520 Master Pack, a 
new Skil merchandiser contains a Model 
22504 Trimmer and a Model 22505 
Shear, both with free wall holder units, 
plus a Model 503 %” Drill. Both the 
trimmer and shear are designed for use 
with %” drill power units. 

The wall holders form the base of the 
self-demonstrating merchandiser. Special 
window streamers and 25 envelope stuf- 
fers also are included in the pack. 

The Master Pack is available to dealers 
at the $56.85 retail price of the three 
tools alone, less the full retailer discount. 
Skil Corporation, Dept. AL, 5033 Elston 
Ave., Chicago 30, Ill. 
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More facts in a 
hurry? Use the new 


postage-free card 


on the back cover. 


Puts Stop to Sticking Drawers 

A wire rack display for merchandising 
Nyl-O-Tape self-adhering solid nylon 
sliding tape now is available free of 
charge. Designed for counter or per- 
forated hardboard, the rack holds 48 
packages of Nyl-O-Tape in two rows of 
24 each. 

Each blister card contains a full 72” 
of the %”-wide Nyl-O-Tape. The tape 
eliminates or minimizes friction and 
friction-wear wherever smooth sliding 
is desired. It is used to make sticking 
drawers, sliding doors and windows 
operate smoothly. It also is used to 
make clothes hangers slide easily on 
wooden or metal closet poles. 

Each Nyl-O-Tape package retails for 
98¢. Literature may be obtained by 
writing to Hardware Designers, Inc., 
Dept. AL, P. O. Box 4, South Hacken- 
sack, N. J. 
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How to boost profits by raising roofs 


Most growing families need more living space. 
You can give it to them with C.I.T.’s Property 
Improvement Plan. You can push out a dormer 
in the attic or build a complete second story; add 
a new wing or completely remodel a home. 

The C.1.T. Plan rounds out your remodeling 
package. It helps you close in two fast steps: (1) 
estimate the job, and (2) close the sale by quoting 
low monthly payments. Use this plan to upgrade 
the sale, sell a more extensive job. There’s no 
down payment—up to 60 months to repay, and 


Credit Life Insurance on the unpaid balance. 
More than seventeen million families have used 
financing by C.I.T.—the nation’s /argest inde- 
pendent finance company. 400 offices, coast-to- 
coast, assure you of quick approvals and depend- 
able service. Find out how you can increase your 
property improvement business with the Uni- 
versal C.I.T. Property Improvement Plan. Call 
your local Universal C.I.T. representative, today. 
Or write: Universal C.I.T. Credit Corporation, 
650 Madison Avenue, New York 22, New York. 


# Property Improvement Plan 
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Dbeelelas 
Grovenbertentany 
Standardize 


on the Friden 
Calculator 


Lumber calculations are complicated. Yet the Friden sails through them like a 
power saw through soft pine. The reason is simple: Friden is fully automatic. 
It thinks its way through, remembers factors, leads the operator. (And what the 
machine does automatically, the operator can’t do wrong.) 


Get the full story from your Friden Man. In ten short minutes, he can show 

you why the Friden SBT Calculator is aptly called “The Thinking Machine of 
American Business.” See for yourself why the Friden 
has become standard equipment in so many lumber 
companies throughout the nation. 


THIS IS PRACTIMATION: Automation at the source. 
Automation so hand-in-hand with practicality there can 
be no other word for it. 

SEND FOR THIS FREE BOOKLET: “LUMBER CALCULATIONS MADE EASY” 


... 22 pages of immediately useful figuring facts for lumbermen. 
Write: Dept. AL, Friden, Inc., San Leandro, California. 


SALES, INSTRUCTION. SERVICE THROUGHOUT THE U.S. AND THE WORLD 





HARDWARE BUSINESS 


—Special Offers— 


Plywood Cutting Blades for 
Portable Electric Saws 


New 6%” and 7144” plywood cutting 
blades especially made for portable elec- 
tric saws are now being marketed at a 
list price of $6.40 per blade. In addi- 
ion, a standard 8” blade now sells at a 
new, low price of $7.50. 

The three popular sizes of plywood 
cutting circular saw blades are individu- 
ally packed; six in a box, two each of 
the new 6%” and 7%” diameter blades 
and the standard 8”. The compact pack- 
age opens into a stand-up dispenser, de- 
signed for ease of display and minimum 
shelf space. Dealer cost of the complete 
display is $27.07; total list of the six 
blades is $40.60. 

The blades fit 16 popular-make porta- 
ble saws, including Disston, Black & 
Decker, Skil, Stanley, Porter-Cable, as 
well as many other bench and radial arin 
machines. Disston Div., H. K. Porter 
Co., Dept. AL, Unruh & Milnor, Tacony, 
Philadelphia 35, Penna. 
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Want a Free Electric Clock? 


A special promotion this summer for 
its 400 Line of residential locksets is an- 
nounced by Kwikset Div. With each 
three case drop shipment order from its 
factory placed by a distributor, Kwikset 
is giving a free electric clock personal- 
ized with the dealer’s company name. 
For an additional two cases, a matching 
thermometer also is offered free of 
charge. 

One case in the three case lockset or- 
der must contain entry locksets; the oth- 
er cases may be passage, privacy or exit 
in Bel Air or Standard design in any 
popular finish. The additional two cases 
for the thermometer may be any lockset 
model. 

The electric clock has a 12”, all-black 
face and easy-to-read white numerals. 
The thermometer also is 12” in diameter. 
The promotion ends Aug. 1. Kwikset 
Div., The American Hardware Corp., 
Dept. AL, 516 E. Santa Ana St., Ana- 
heim, Calif. 
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For more facts, use handy 
back cover coupon. 
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Fast Movers 


You'll be eager to display smart, new CORBIN 
Packaging . . . modern-designed to help you 
make sales. Note the clean, practical labeling 
for easy identity, for quick inventory control. 
No mixed-up numbers—ever again! 

Open any CORBIN Package and you'll see 
the lockset well protected in “poly’”’ wrap. . . 
components arranged for time-saving iden- 
tity, easy access, easy use. “A place for 
everything and everything in its place.” 
Customers like that. 

You'll like it, too, as you make sale after 
sale after sale. It pays to make it CORBIN 


—throughout! Ww “ 
CORBIN Attractive. Efficient. . 
® 


Profitable. That’s CORBIN ! 
P.& F. CORBIN DIVISION 
THE AMERICAN HARDWARE CORPORATION 
NEW BRITAIN, CONNECTICUT 
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and EARN HIGH PROFITS with 


a 


w lorling Cladcues 
ALUMINUM PRODUCTS 


For the handy man here's an 
opportunity to have beauty and 
a cool home at savings up to 
60%. Sturdy aluminum awn- 
ing brackets by STERLING 
Factories come in several 
styles and a wide range 
of sizes to fit doors 
and windows. Easy 
to install, rust 

free. 


Here's the real 

answer to inside or 
outside beauty and safe- 
ty with STERLING Fact- 
ories Anodized Aluminum 
Railing. Rust-proof, easily 
installed, they add value 
and charm to any home. 
Available in standard 
lengths or section- 
built to customer 
specifications. 











The very, best in ornamental columns 
. . . Sturdy construction, completely 
anodized. Engineered to meet the 
modern standards in aluminum de- 
sign. Available in either corner or 
flat styles; several individual designs 
to choose from. 





Graceful beauty and 
added charm go hand 
in hand with STER- 
LING Factories orna- 
mental door grills. 
Available in a variety 
of classic designs. 
Completely anodized 
for lasting protection 
from outdoor expo- 
sure. Decorative cast 
aluminum figures in 
true colors are also 
available. 

















Write for catalogs and dealer price lists. 


620-40 QR R 
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HARDWARE BUSINESS 


New Literature 
Time-Saving Card——See Back Cover 


“American Nails” is the title of a new catalog, which de- 
scribes and illustrates many of the 10,000 different types and 
sizes of nails produced by U. S. Steel’s American Steel and 
Wire Div. The catalog is available in limited quantity from 
the American Steel and Wire Div., Dept. AL, Rockefeller 
Bldg., Cleveland 13, Ohio. 
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Door and Window Hardware. In-stock service is maintained 
on hundreds of knob and locksets, kits, closers and chains, 
hinges, saddles, bolts, fasteners, power and hand tools and 
accessories fully illustrated in a new 12-page catalog. Im- 
mediate delivery on quality products from leading manufac- 
turers such as Security, Slaymaker, Storm King, Yale, Stanley, 
Dexter, Ideal and Sargent is promised. For a copy of the 
catalog, write to Fred J. Weil, Dept. AL, 105 Lafayette St., 
New York 13, N. Y. 
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“Weslock Opens the Finest Doors in the Country” is the 
theme of a new four-color catalog, which describes the maker’s 
complete product line and accessories. The 12-page catalog 
contains 56 color illustrations and 53 drawings along with 
instructions and diagrams. Western Lock Mfg. Co., Dept. AL, 
2075 Belgrave Ave., Huntington Park, Calif. 
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Slow-Speed Wheels. A new four-page catalog sheet describes 
the Gleason line of slow-speed wheels for replacement, repair 
and do-it-yourself projects, as well as new models of kits, 
accessories and karting items. The maker's five popular 
Narrow-Hub wheels ranging from 6” to 12” in diameter plus 
plans for 17 Mobiliving yard and garden items for do-it-your- 
selfers are illustrated. For a copy of the catalog, write to 
Gleason Corp., Dept. AL, 250 N. 12th St., Milwaukee 3, Wis. 
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An illustrated booklet, “How to Stop Rust with Duco Metal 
Finishes,” explains the proper use of new rust-inhibiting 
finishes recently introduced by Du Pont. It points out that 
know-how in painting metal can eliminate fears of rust and 
corrosion, gives complete instructions for protecting all kinds 
of metal, indoors and out. A copy may be obtained by writing 
to E. I. du Pont de Nemours & Co., Finishes Div., Dept. AL, 
Wilmington 98, Del. 
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Safety Conditioned Bathrooms. A new booklet illustrates 
and describes bathroom medicine cabinets and chrome acces- 
sories to beautify the bathroom and provide adequate, safe 
storage facilities. A special safety chest with lock to keep 
poisonous medicines out of reach of children also is included. 
General Bathroom Products Corp., Dept. AL, 1056 N. Wood 
St., Chicago 22, Il. 

Circle No. 235 on Handy Cover Card 


“Recessed Lighting” is the title of a new 36-page, color 
catalog covering a completely new line of residential and 
commercial units. Included in the new line is a frame-within- 
a-frame design for vertical as well as horizontal square hous- 
ings. The catalog offers installation instructions, light curves 
and coefficient tables as well as detailed drawings of all re- 
cessed units. Thomas Industries, Inc., Moe Light Div., Dept. 
AL, 207 E. Broadway, Louisville 2, Ky. 
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A new 12-page, two-color catalog contains application and 
properties information on a complete line of adhesives, coat- 
ings and sealers for residential, commercial, industrial and 
institutional building construction. Included are adhesives for 
installing ceramic wall and floor tile, insulation, decorative 
laminates, hardboard or wallboard, gypsum drywall, vinyl and 
rubber floor tile, cove bases, wood block flooring and carpet 
tack strips. Minnesota Mining and Mfg. Co., Adhesives and 
Coatings Div., Dept. AL, 900 Bush Ave., St. Paul 6, Minn. 
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BUILT-IN SAFETY 


BUILT-IN PROFIT 


BESTWALL 
riRESTOP 


THE ORIGINAL FIRE-RATED GYPSUM WALLBOARD 
, 4 


Fire-safety requirements in residential, commercial 
and institutional construction have been met with 
economy by the use of Bestwall Firestop. Providing 
up to one hour fire-resistant load-bearing walls and 








ceilings with single layer application of 5%” thickness, A 
Bestwall Firestop is the original and best... proven | Sim 
in more applications than any other fire-rated dry- ea 
wall material. ty 
THE REAL DIFFERENCE : x 
The real difference in Bestwall Firestop lies in two Wek 
basic factors. First, the addition of strong, textile Se 
glass fibers for more overall reinforcement. Secondly, a 
and most important, is the construction of the core. wn9 
Bestwall’s combination of the best gypsum, glass fibers ey 
and unexpanded vermiculite in the core provide un- 
equaled protection. These two factors have earned 
for Bestwall’s Firestop the enviable rating of “First “* 
and still the best.” 
Call your Bestwall representative for the full story 
pinePROCE a SYPsuy 
8UiLoIng pRoove’® 
BESTWALL GYPSUM COMPANY 3 
Ardmore, Pennsylvania 
Plants and offices throughout the United States 
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PRINTING TABLE, left of register, validates all documents con- 
nected with sales transactions. It is also used to post charges 
to customer ledger sheets. Elimination of handwritten ledgers 
has saved many hours of clerical time each month. Statements 
are now prepared automatically as by-product of ledger-post- 
ing operation. 


















































EACH TIME Helfrich salesman rings up cash or 
charge sale, as shown above, register breaks 
down item charges by type and records them 
on separate internal ‘‘accumulators."’ At the 
end of the day, when accumulators are cleared, 
store gets sales analysis automat ally. 


Cuts Sales Slip Errors 80% 


Bookkeeping is faster and more efficient for Balti- 
more firm since it switched from hand-written 
records to a charge-posting cash register. Machine 
affords these advantages: 


1. Product sales breakdown. 

2. identifies clerk with each sale. 

3. Separates tax assesment from sales. 

4. Fast and slow-moving item quickly detected. 
5. Speed month-end statements. 


BALTIMORE, Mb. 
NEW CASH REGISTER system that not only re- 
cords receipts, but produces a daily sales breakdown, 
posts accounts receivable ledgers, and relates each money 
transaction to the clerk who handled it, has vastly im- 
proved bookkeeping efficiency at Helfrich Lumber Com- 
pany. At the same time, register shortages have been cut 
to the bone. 

Three years ago, Helfrich switched from a money 
drawer and handwritten records to a charge posting cash 
register. 

“We've decreased arithmetic errors in sales-slips some 
80% -90%,” reports vice-president H. H. Helfrich, Jr., 
“and eliminated several dozen man-hours of bookkeep- 
ing time per month.” 

The register has several internal “adding machines” or 
accumulators, each of which collects a particular type of 
data needed for audit or accounting purposes. These ac- 


cumulators are controlled by individual register keys. 

Sales Breakdown. Four keys, labeled “lumber,” “mill- 
work,” “building material” and “hardware,” respectively, 
accumulate department sales information on each cash 
or charge sale. When the transaction is rung up, the 
amounts chargeable to these departments are recorded by 
the corresponding accumulators. Each sale is accumu- 
lated throughout the day; at closing time, the NCR ma- 
chine produces a summary automatically. 

“This sales summary is worth its weight in gold,” reports 
Helfrich. “By comparing the figures for any given day, 
week, or month with those for comparable periods, we de- 
termine exactly how well or how poorly we're doing, and 
where. There’s no longer any need to salt our advertising 
and purchasing plans with a liberal amount of “guesti- 
mating.” 

“The summaries show us in cold, hard figures, just 
what kinds of items are moving and not moving. Our in- 
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ventory records are classified in the same way. So, at 
the end of the year, we can compare the cost of the 
items we've sold with the corresponding sales and come 
up with a gross profit percentage department by depart- 
ment. These summary figures reveal the soft spots in our 
business if any have cropped up.” 

Before installing the new register, Helfrich obtained a 
gross profit percentage, but it was an average figure re- 
lating total purchases to total sales and had considerably 
less meaning. 

Tax Key, Too. Four other accumulators on the NCR 
register tally charges, total sales, discounts and pay- 
ments received on account. There is also a separate ac- 
cumulator for sales tax. The latter is particularly useful 
in preparing tax reports. 

“Each month,” reports Helfrich, “we pick up the 
daily sales tax collections off the summary sheets and ar- 
rive at the total with the help of a desk calculator in just 
a few minutes. There’s no longer any need to go through 
each sales-slip one at a time and fish out the govern- 
ment’s share. On this chore alone, we’ve saved several 
man-hours per month.” 

There’s also a register key and separate drawer for 
each sales clerk. At the end of the day, the NCR machine 
automatically supplies the net amounts collected on these 
keys. Each clerk then counts the cash in his drawer and 
enters the figures, along with a detailed breakdown of his 
sales, on a printed report form. The clerk’s total is au- 
ast by checking it against the corresponding register 
igure. 

“In case of a discrepancy,” reports Helfrich, “we can 
isolate the error and track it down easily because the 
NCR machine has an internal tape, on which every, detail 
of every transaction is recorded in sequence. 

“If a clerk has made a mistake, there’s seldom any 
argument, because the whole story of what happened is 
there in black and white. ‘Intentional’ errors aren’t a prob- 
lem for us, but this system, of course, makes dishonesty 
extremely difficult.” 

Eliminates Bloopers. A major benefit of the NCR system 
is that it mechanically adds every sales check. Before the 
charge-posting register was installed, arithmetic bloopers 
were a “serious” problem; the clerk simply figured the sales 
check mentally. 

Having a cash register that adds the bill, itemizing 
the sale at the same time, is much better than putting a 
calculator or adding machine next to a register and telling 
your salespeople to check their figures on it, Helfrich 
believes. 

“With our register,”. he explains, “the clerk must let 
the machine do the arithmetic, even if he’s in a hurry or 
is sure he can figure the total correctly on his own.” 

A printing head attached to the NCR register enters all 
charges and credit payments on customer accounts re- 
ceivable ledgers and also validates various other forms 
used in connection with sales transactions. 

In posting the ledger cards, the operator first enters 
the customer’s old balance. He punches this amount on a 
“previous balance” key, then enters the current transac- 
tion—either a charge or payment on account—and the 
machine computes the new her 

The transaction amount is recorded by the proper ac- 
cumulator; this figure plus the new balance are automat- 
ically printed on the ledger sheet, while all three items— 
previous balance, transaction amount, and new balance— 
are recorded on the machine’s internal control tape. 

“A charge-posting register, in effect, is two pieces of 
bookkeeping equipment in one—a cash register and a post- 
ing ceachins,” explains Helfrich. “Machine ledger entries 
are infinitely superior to the handwritten system we em- 
ployed before—there’s far greater accuracy and neatness, 
plus a tremendous saving of clerical time. 

“Also, with our two-part ledger form, there’s no longer 
any need to transfer charges, credits, and balances, to a 
statement. We simply send the customer one copy of 
his ledger sheet. This permits us to get statements out on 
the last day of the old month. Formerly, we were lucky 
to finish the job by the first or second day of the new 
month.” 
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WAGNER 


EXTRA PROFIT MAKERS 


ALL METAL 
SAWHORSE LEGS 


No. 259 Saw Horse Legs manufactured of heavy 
gauge galvanized steel. Ideal for Sawhorses, 
Tables and Barricades. Furnished in four 
heights, 24”, 30”, 36”, and 42” Patented 
alligator grip. Folds compactly. 


BUILDING BRACKETS 


FOLDING SCAFFOLD 

Ne. 256. Made of 1%” x 1142” x 46” angle. 6” support base 
eliminates sway. Projects 40” from building. Held in place 
with spikes or hook bolts. Sway Brace also available. 


LADDER 

No. 257 Adjustable. Made of 
14” x 2” x 2” formed gal- 
vanized angle. Adjusting brace 
VY" x 1%" steel. Safer- 
Attaches to ladder rail. Used 
on right or left hand. Sup- 
ports 12” plank. 


ROOF 

Ne. 45. Made of 12 gauge galvanized steel. Assembled 
with 4 heavy rivets. For 2 x 6” plank. Inside lip prevents 
piank from gouging. 


HANGERS AND TRACKS ( 


No. 1503 Hanger No. 1639 Hanger No. 1641 Hanger No. 4615 Hanger 


A few types of hangers available for the various types of tracks. Cadmium plated pendant 
bolts. Aprons on small hangers made of galvanized steel. Each pair includes one track 
locking clip and 2 end caps. 


NO. 46 
TUSULAR 
TRACK 


Wagner tracks made of galvanized steel. Extra strong and rust free. 
Many sizes interchangeable. No. 100 includes lag screws and washers 
for holding track to wall. No. 100 and No. 15 self cleaning. Avail- 
able in 6, 8, and 10 ft. lengths. | 


a HINES | 


Heavy wrought Steel Hinges. Ne. 133 (left) comes in 4 lengths, 18”, 24”, 30”, 36”. 


No. 852 Pintle Hinge (right) has 10” strap made of 4% by 1%” steel. Pin is 56”. A two 
Strap hinge available in either a tight pin or loose pin. 


JOIST SUPPORT 


: : Studding sockets (right) available in 8 dif 

‘ ferent sizes from 2 x 4’s to 2 x 10's, also 
up to 6 x 8's. Made of Heavy Gauge steel 
hot dipped galvanized. 


Joist Supports (left) for single, double, or 
triple joist made of 13 gauge galvanized 
steel. Punched 
for carriage bolts, 
nails, lag screws. 


STUDDING SOCKETS 


Many other items available such as Latches, Stake Brackets, Door 
Guides, Bumpers and Binders availabie. Write for our new No. 60 Catalog. 


WAGNER MFG. CO., CEDAR FALLS, IOWA 


Circle No. 117 on Handy Cover Card 77 





“eo 


June 4VU, '70U, AMERICAN LUMBERMAN AND BUILDING PRODUCTS MERCHANDISER 








PHONE AT 3-1515 


SOUTH TOWN LUMBER & HARDWARE 
5. B. 14th & ARMY POST RD., R. R. 33 
DES MOINES, IOWA 


00544 











Leoded By 





Darccccticiesireninaen 


AR OR Seer Rees 
severally as principals, promise to pay to the order of 


DES MOINES, IOWA, rn 
9, for value received the undersigned jointly and 


























9D COROSE HEDAASEA SALESSOOE CO. LINCOLN, HEBR..-DES WOME 


CYCLOPEDIA 
Of 
BUILDING 





Cyclopedia 
‘ —_——. of BUILDING 

















COMBINED SALES TICKET and interest contract used by South Town Lumber & Hard- 
ware was designed by owner Dave Florer. It has proven effective in eliminating 
delinquent accounts. 





Compiled by American Lumber- 
man 75¢. Useful to newcomers 
in the industry and experienced 
personnel alike. A handy refer- 
ence to: over 1,000 building 
terms, charts and tables; funda- 
mentals of light construction; 


Dealer Assesses Customer 7% 
Interest on Unpaid Balance 


Des Moines, Iowa—Dave Filor- 
er, who opened South Town Lumber 
& Hardware Co. just outside the city 
last year, feels that building materials 
dealers cheat themselves “by going 
into the banking business without mak- 
ing their money work for them.” 

To protect himself, Dave got his 
lawyer to draw up a contract charging 
7% interest on all unpaid balances. 
It has the added feature of obliging 
delinquents to pay 7% interest on it- 
terest accumulated. 


South Town Lumber’s tickets for 
credit all have the interest-bearing con- 
tract. Small print states that unless 
payment is made as agreed, balance 
will draw 7% per annum from date 
until maturity “and 7% per annum 
thereafter until paid. 


“All interest shall be paid semi- 
annually and defaulting interest shall 
draw interest at the rate of 7% per 
annum, payable semi-annually. Fail- 
ure to pay any of said interest when 
due shall cause the whole of this note 
to become due and payable at once 
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without notice of the option of the 
holder. 

“The makers, endorsers, sureties 
and guarantors of this note agree to 
pay a reasonable attorney fee if suit 
is brought hereon, consent that a Jus- 
tice of the Peace shall have jurisdic- 
tion to the amount of $300 and here- 
by severally waive. presentment 
for payment, notice of non-payment, 
protest, notice of protest and diligence 
in bringing suit against any party 
hereto; and further agree that after 
this obligation shall become due, 
the time of payment thereof may be 
extended from time to time by any- 
one or more of us without notice to 
any of the others, and in case of 
such extension, and notwithstanding 
the same, each of us shall and will 
continue liable thereon as if no such 
extension had been made.” 

Florer claims customers never fail 
to sign the contract if they want credit. 
But the most important feature, he 
says, “is how they hustle in to pay up 
when they remember they have to 
pay interest on interest!” 
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legal terms connected with the 


building field. 


Single copies 75¢ 
Remitt must accompany order 
QUANTITY PRICES ON REQUEST 








Chicago 3, Ilinois 
59 East Monroe Street 


Send me.________copies of ‘Cyclopedia of 
Building Terms.'' Money to cover is enclosed. 


Name. 





C. 





Street. 





City. 





State. 
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The vast new housing of the nation is populated with 


families who need to buy 
Trinity White ! 


Trinity White has been advertised continuously since 1941. 

Regular advertising appears in the leading architectural 

ps gore and those read by aa See contractors 
other segments of the building trade. 


Along with the zooming sales of boats, barbecue equipment and sport 
clothing, the sale of Trinity White portland cement has doubled and re- 
doubled in the last few years. The list of items at the right shows why. 

Small-ticket sales of Trinity White have skyrocketed as new 
homes have sprouted. Here are homes by the million headed by 
rugged, strong young men who are anxious to build and improve for 
their families’ enjoyment. And a population “explosion” scheduled 
for the 1960's with the war-baby crop at the family-formation age! 

And the big-ticket sales to contractors and tonnage buyers mounts 
year by year. Last year Trinity White was used on many of the 
country’s most publicized and spectacular structures. 

White cement is no longer a “specialty item.” It is in regular 
and growing deraand. For further information, write Trinity White De- 
partment, General Portland Cement Co., 11] W. Monroe St., Chicago 3. 


A product of GENERAL PORTLAND CEMENT COMPANY 


Chicago . Chattanooga . Dallas . Fort Worth « 
Fredonia. Kansas « Jackson, Michigan + Tompa «+ Miami « 


Houston 
Los Angeles 
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A cinch to make. And do they dress up the 
place! Householders have several styles to 
choose from—angular or irregular shapes; 
use wood or turf as form. 





GARDEN 


POOLS 


Gives a focal point to yard or garden. 
Raise aquatic plants, fish; attract birds. Very 
popular. A do-it-yourself project that will 
interest many families. 





BENCHES & 


SEATS 


Suggest a straight or curved bench. Other 
attractive yard items that will move Trinity 
White stock are birdbaths, sundials, flower 
boxes. 





DECORATIVE 


Beautiful garden walls and decorative 
screens can be built with units made of 
Trinity White. One swlls others. Trinity is a 
true portland cement. 





EASY-TO-BUILD 


STEPS 


White steps are attractive to the eye. Easily 
seen at night because of high light-refiec- 
tion. Your cement contractors will create new 
work with Trinity White. 





FOR OUTDOOR LIVING 


PATIOS 


Your family trade can build themselves won- 
derful patios for entertaining, barbecveing 
and summertime enjoyment. Where color is 
desired, Trinity tints beautifully. 





BEST FOR SETTING 


TILE 


Your building contractor trade who hove 
ceramic tile to set need a prepared tile 
grout made of Trinity White. 





GAME 


COURTS 


TERRAZZO 


Shuffle board courts are within the ability 
of most home owners. Use Trinity White 
topping. 


The best floor money can buy. For all 
public buildings. Experienced Terrazzo 
contractors can install an ideal floor for family 
room, kitchens, baths, etc. 





POOLS FOR 


Here is a market—both public and residen- 
tial—that has been growing remarkably 
fast. Trinity White advertises regularly to 
swimming pool contractors. 





CURTAIN 


WALLS 


Curtain walls and facing panels made with 
Trinity White are both decorative and func- 
tional for new construction or remodeling— 
large and small. 





PORTLAND CEMENT 


STUCCO 


While Trinity recommends the use of a pre- 
pared “stucco mix" wherever possible, you 
will still get calls from contractors wishing to 
mix their own. 





SAFETY 


ITEMS 


Trinity White's light reflection is useful in 
traffic control, including light-reflecting curbs, 
dividers, barriers, markers, and similar items. 
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Develops a Utility Trailer 
with Tilting Deck 

Called the Hustler, a new utility 
trailer with tilting deck is of all-steel, 
welded construction. It is especially de- 
signed to carry the new Davis T-66 
Self-Propelled Trencher, but may be used 
for a wide variety of other transporting 


jobs. 

Special ribbed channel tracks with 
locking ends are available for hauling 
the T-66. Removable steel sides 1012” 
high with tie-down bolts also are avail- 
able. 

The Hustler pulls easily behind a car. 
It has a 2,000-pound capacity on a deck 
4’ wide x 7’ long. It has a Prior-Linco 
axle with torsion springs to provide 
low center of gravity and load equaliza- 
tion regardless of distribution of the load 





For quality ore 


ine 


Sugar 


specialists 


TW&J's high altitude Sugar Pine 
forests provide slow growth, prem- 
ium stock with the smooth, easy 
working, soft texture demanded 
by craftsmen. 


TW&J Sugar Pine has all the 
inherent natural qualities of the 
species plus the additional advan- 
tage of TW&J's Quality Control 
Check System of manufacture which 
starts in the woods and continues 
on through the sawmill to scientific 
seasoning and careful shipping. 
Available for year around delivery 
in 4/4 to 16/4, 


The world's largest producer 
of Sugar Pine with 10 mills in 
the heart of the High Sierra 
Sugar Pine belt to serve you, 


1960 is TW&J's 50th Year in the Lumber Business 


+ Coast 


jumber products 7 
look to ~ {7 


PRospect 6-4200 
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Tarter, WensTer & JOHNSON. INC. 


P.O. BOX 3498 
San Francisco 19, California 


2° 





weight, says maker. High-speed 6.40 x 
15.00, 4-ply tires are a standard feature. 
Davis Mfg., Inc., Dept. AL, 1500 McLean 
Blvd., Wichita, Kan. 
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Ends Damage to Trailer Doors 


A rugged folding steel grid that goes 
into position between trailer doors and 
the trailer’s cargo is available. By ab- 
sorbing the shock of shifting cargo, it 
prevents costly damage to trailer doors 
caused from within. 

Called Dorsaver, it folds smoothly and 
locks firmly against side of trailer. In the 
folded position, Dorsaver is only 242” 
thick. It may be put into position in 30 
seconds by the driver after trailer is 
loaded. Dorsaver horizontal steel arms 
lock firmly into trailer sides as shown in 
photo above. 

Dorsaver adapts to every size opening 
and installs quickly and easily in every 
type of trailer. Height of Dorsaver cen- 
ter post is adjustable from 8914” through 
9914” and width range is 93” through 
100”. Construction consists of reinforced 
%4” hot-rolled No. 1020 steel. The hori- 
zontal arms pivot on %4” riveted steel 
hinge pins. 

Dorsaver is priced at $65 (plus tax) 
fob Rail-Trailer Co., Dept. AL, 221 N. 
LaSalle St., Chicago 1, Il. 
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Three New Lift Trucks 


Designated as the F-30, F-40 and F-50 
lift trucks, three new units are powered 
by new Power-Crater gasoline or LP gas 
engines developing a maximum 52 hp. 
Diesel power also is available for each 
of three new trucks in 3,000, 4,000 and 
5,000-pound capacities. 

Each model has a key-type starter 
switch and standard or optional Power- 
Shift Torque Converter Drive transmis- 
sion. Driver’s seat can be adjusted for 
leg length and a swivel bracket back rest 
permits adjustment to individual backs. 
Driver’s seat tilts forward for engine 
servicing. 

The new units have an emergency 
brake with two shoes expanding inter- 
nally for positive holding. Main frame is 
2” x 5” solid steel rail. A 5” longer 
wheelbase and trunnion-type steer axle 
mounted in torsional elastic bushings 
give the trucks stability, gradeability 
and steering ease. Inclined king pins and 
centerpoint steering are said to provide 
ease of steering. Allis-Chalmers Mfg. Co., 
Dept. AL, Box 512, Milwaukee 1, Wis. 
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Flintkote salesman Bob Steidinger explains how... 


Homes sell faster when buyers feel the security 
of a Flintkote Seal-Tab Shingle roof over their heads! 


“Many home buyers today are on their second, even third purchase. They’re 
experienced shoppers, and they know how to tell a well-built home. They 
want security as well as beauty. And, in their minds, roofing is the final 
exam for your homes. 
“‘Here’s where Flintkote Seal-Tab® Strip Shingles can help you button 
down more sales. For, they’re the last word in roofing safety, economy, too. 
“Each Seal-Tab shingle has a special interrupted strip of adhesive (B) 
applied to the underside of the butt. With just the heat of the sun, each shingle seals itself 
down for a strong, integrated roof that shrugs off the worst weather—even hurricane winds! 
“As for application, the exclusive Flintkote aluminum strip (A) retards the adhesive 
action until the shingle is applied—keeps shingles free in the bundle, saving you delays 


and costly waste. 
“But all this safety and economy is not at the expense of good 
looks. Flintkote Seal-Tabs are smart, with extra-thick butts 
that give roofs beauty and dimension. Colorful, too, with new 
pastel shades that are setting a trend among decor-minded FLINTK TE 
homeowners.” 


For particulars and literature, see your F lintkote representa- 
tive. You'll find him a great guy to work with... and he knows 
his stuff in building materials. 


America’s Broadest Line of Building Products. 


The Flintkote Company, 30 Rockefeller Plaza, New York 20, New York 
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MANAGEMENT WORKSHOP-IN-PRINT 


HOW TO BE 
A BETTER EMPLOYE 
































Tested strategies and tactics for getting more enjoyment, satisfaction, 
compensation and progress out of your job. 


1. Give a little study to selecting the right industry (for 
example, food and clothing have a demand which grows with 
the population while shelter expands not only with popula- 
tion but with growth in culture and civilization). 


2. Choose wisely the company and the boss to whom you 
entrust your current economic destinies. 


3. Answer the recruiter's questions fully and frankly. Only 
by doing this can you be more certain that you will be fitted 
into the right job for your abilities and capacities. 


4. During the hiring interview, ask the employer the ques- 
tions which will uncover what you seek in a job and a com- 
pany to work with. 


5. Have a mutually clear understanding with your employer 
as to the terms of employment, compensation, benefits, rules, 
regulations, causes for discipline. 


6. Make certain that you and the employer agree as to what 
you are supposed to do, how you are supposed to do it and 
the results you are to deliver. 


7. Secure a good understanding with your teamworkers as 
to what is expected of the team and how your own work 
relates to that of the team. Be a loyal, cooperative and en- 
thusiastic teamworker. 


8. Never shirk cr loaf. Deliver a brimming day’s work for 
each day’s pay. Let your performance be the full measure 
of your abilities and capacities. 


9. Seek wide acquaintance among, and cultivate friendly 
exchanges with, your co-workers. Have the humility to seek, 
the willingness to adapt, and the courage to apply, sound ad- 
vice. 


10. Read everything that you can find that will help you 
be more efficient. Know more about your job than anyone 
doing similar work. Use your imagination. 


11. Do some creative thinking about how to do your own 
and the team’s work better. There is always a better way to 
do every single thing being done in the company. Bring such 
ideas to the boss. 


12. Accept the objectives of the company as your objectives. 
Hold a high sense of the import of your job. Remember the 
mason’s attitude “I’m not laying brick, nor erecting a wall, 
but building a cathedral”. 


13. “Whatever thou doest, do it with thy whole heart.” Hold 
a desire to be better rather than just good. 


14. Beat the clock a little in the morning and let it beat 
you a little at night. 


15. At the end of each day, make a list of the six most im- 
portant things you have to do the next day in order of 
importance, then get up early the next morning and do them 
in that order. 


16. Organize your time and work for greater efficiency. Prac- 
tice and be known for orderliness, system and good house- 
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keeping on your job. 


17. Concentrate on the job at hand, give it full mental as 
well as physical, attention. Doing little jobs well leads to 
bigger ones. 


18. Seek continuous self improvement and increased knowl- 
edge and skill. Remember all improvements start with the 
individual. 


19. Give your full and complete support to company sales 
programs and policies. Remember that all profits come from 
sales and do everything you possibly can to increase com- 
pany sales. 


20. Establish a record for productivity. Seek ever expanding 
goals of improved personal performance and progress. Be 
patient. Slow but sure progress is usually best. 


21. Keep your ears and eyes open for information that will 
be of help to the boss and the company. Be a good listener— 
especially when the boss is talking. 


22. Bring in suggestions for improvement in company strate- 
gies, tactics, procedures and methods. Report to the boss any 
competitive information that you encounter. 


23. Seek a widespread reputation for loyalty, competency, 
drive and follow-through among your fellow workers at all 
levels. 


24. Strive for indispensability, while realizing it is never 
quite attainable. 


25. Conserve and make efficient use of the company’s facili- 
ties, inventories, time and money. Watch expenses as if 
you were spending your own money. 


26. Give the boss a break. When he is irritated, curt or 
cantankerous, remember the load he is carrying. 


27. Don't sweep under the rug things that need attention. 
Diplomatically bring them to light at the proper time and 
place. 


28. Profit by the experience of others—good, bad and sad— 
especially the bad and sad. Don’t learn like the dog does— 
from a porcupine! 


29. Be objective when criticized or reprimanded. Any resent- 
ment, self pity or anger will hurt you more than anyone 
else. 


30. Keep your temper under rigid control. If you feel you 
must blow your top occasionally, keep the safety valve 
down. 


31. If the company is doing something wrong that affects you 
personally, bring it to your supervisor’s attention only after 
you have studied the matter thoroughly and have made cer- 
tain that you are not prejudiced. 


32. If the company is doing something wrong that does not 
affect. you personally, call your superior’s attention to it 
immediately. 
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33. Face up to your own mistakes and take part of the blame 
~~ oy team doesn’t measure up. Abstain from “passing 
the buck” 


34. Be prompt, considerate, courteous and _ service-minded 
with customers, suppliers and associates. 


35. Remember you are the company when you contact 
outsiders with no other company people present. Represent 
the company in such a way that it will earn respect and 
confidence. 


36. Speak enthusiastically about your company and fellow 
employes. Avoid negatives and gossip. Get the facts straight 
before climbing on the grapevine with negative reactions. 


37. Strive for clarity, accuracy and honesty in everything 
you say and do. 


38. Observe, emulate and improve upon those things that 
others in the company do that appear to make them happier 
and more successful than you are. 


39. Seek progress reports periodically, asking for a raise 
when you can prove that you have earned it. 


40. The best road to a raise in pay is to be the one on the 
payroll who is recognized as delivering the most for what he 
is paid. Not only do more work than you have to, but do it 
better and learn the joy of accomplishment. 


41. Another leverage for a raise is to make the work of your 
superiors easier. 


42. If you want a better position in the company, prepare 
yourself thoroughly for it, then train another man to take 
your place. 


43. When a tough job comes along that others dodge and 
eg pretty sure that you can handle it, volunteer for the 
wor 


44. If you can’t sell an idea you have created, after a real 
try give it to someone who can use it. Hoarded ideas block 
new creation. 


45. Divide your money into two purses: (1) appetite money 
for the immediate needs of yourself and family and (2) 
seed money, planted to grow and to provide for tomorrow’s 
wants. 


46. Practice the Golden Rule, by not doing what you would 
not want others to do to you, as well the positive expression 
of it. 


47. Give of yourself and your time to fellow employees, your 
church, your social groups and your community. 


48. Think and plan ahead what and where you want to be- 
one - five - ten - twenty years from now. Work at both 
short and long term plans consistently. 


49. If you don’t enjoy your work, seek another job in the 
company that you will enjoy. 


50. If you’re sure you're in the wrong industry, the wrong 
company, have the wrong boss or the wrong job, practice 
each of the above steps while you try to look for a better 
situation. 

” 7 * 

When you’ve done all these things, banish any sense of 
insecurity—the above working habits will give you the finest 
economic security in the world. 

Art Hood 


Reprints available 1.00 per doz 6.00 per 100 





Py WOOD 
PRODUCTS 


MANY TYPES FOR 

SUBURBAN HOMES 

ESTATES - CLUBS 
Gates To Match 


WHITE CEDAR 
SCREEN TYPE 


Right — POST AND 
RAIL— Hand Split— 
2, 3, 4 or 5 Chestnut 
Rails. 


Note how 
ends of rails 
are doweled 

for easy 
assembly. 
7 or 8 ft. 
sections 
aa 





YARDS—Toledo, Ohio WHITE CEDAR - RESIDENTIAL 
W. Va.—Webster Springs 


Bayard, Lewisburg PENTA PRESERVATIVE 


VA.—Clinchburg, Damascus We can treat both posts and rails with } 
We can serve your truck ae as a known preservative. | 


CATALOG TOLEDO 12, OHIO 


Circle No. 119 on Handy Cover Card 











Sell Waleyline 





ALUMINUM COLUMNS 
and RAILINGS 
FOR INSIDE AND OUTSIDE 
Prepackaged adjustable ornamental 
Aluminum columns in sizes and fin- 
ishes for porches, awnings, and room 
dividers. Also railings, flat or with 
swivels for steps. Easily installed. 
Won't rust — never needs painting. 
Most profitable! 
DEMONSTRATION SAMPLES 
for DO-IT-YOURSELFERS 
Actual units that show AND SELL, Columns 
$15 set; Railing units $7.50 and $17.50. 
Refundable. 
Send for file size cards furnishing com- 
plete prices and selling information of 
these and other profitable lines listed 
below. Valuable sales aids free. Address 
Dept. A-2. 
Other Profitable WALTZINGER Lines ; 
® Louvered Shutters 
® Louvered Panels 
Louvered Doors 
Louvered Screens 
T Louvered Room Dividers 
u Cafe and Salon Doors 
Shoji Panels, Screens, Doors 
Bi-fold Doors 


























? 
FREE LITERATURE... 

KR Write for it! 
Your Dependable Source Of Supply 


W ALTZINGER, INC 


Manufacturers and Distributors 
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Classified 
Advertising 


Terms — Cash With Order 
Minimum Charge $7.50 
Rates: 


1 Time —30c per word for each insertion. 
Minimum charge of $1.50 per line. 


3 Times—25c per word for each consecutive 
insertion. Minimum charge of $1.25 
per line. 

Add $1.75 per insertion for blind ads bearing 

box number. 

No agency commission or cash discount 

allowed. 


AMERICAN LUMBERMAN 
59 East Monroe St., Chicago 3, Iii. 
Phone: Fi 6-7788 





HELP WANTED 











DETAILERS—Experienced in shop drawin; 
for ail types of Architectural Millwork. 
Please give age, Se. availability and 
sample of drawings, if possible. Permanent 
pe referee Salary commensurate with 
and excellent worki conditions. 
Sixty” years old midwestern firm. Address 
erican Lumberman & Build- 

~y Products Merchandiser. 





Experienced Retail Lumberman—Man with 
management experience, sales promotional 
ability. Right man will have possibility of 
earning interest in this corporation. Salary 
plus profit sharing basis. State qualifications 
and experience record. Address Box M-55 
American Lumberman & Building Products 
Merchandiser. 





GENERAL MANAGER—Growing, old estab- 
lished 7 needs top man to manage 
lumber, millwork & Building Materials op- 
eration. 3 yards plus counter sales. 60 em- 
ployees, over 22 million sales. Man under 
390 with proven administrative record & 
product knowledge. Salary to $20,000. Our 
fee, moving expenses paid. Send photo, res- 
ume, business references to Lee Personnel, 
503 Munsey Bldg., Baltimore 2, Md. 





Salesmen—Top rated line yard organization 
fs oy opening for aggressive salesmen in the 

est area. Good opportunity for ad- 
vancemant to management if qualified. Send 
complete details on age, education, experi- 
ence, salary expected. Address Box -24 
American Lumberman & Building Products 
Merchandiser. 





HELP WANTED 








BUSINESS FOR SALE 











Assistant Manager—Young man with educa- 
tion and ability for assistant manager of 
lumberyard in Midwest for leading lineyard 
firm. Excellent opportunity for advancement. 
Give full Bg ye va and salary expected. 
Address Box N-26 American Lumberman & 
Building Products Merchandiser. 





FLORIDA MILLWORK PLANT 


Has permanent position for experienced mill- 
work superintendent capable taking full 
charge progressive plant. Must be exper- 
ienced estimator, detailer-biller. Excellent 
working conditions, profit sharing 

Salary commensurate with —- 
experience, availability. Address 

American Lumberman and Building 3 Bom 
Merchandiser. 





SITUATIONS WANTED 











Building plans neatly drawn. Residential and 
Commercial. Could re-locate. Address Box 
N-20 American Lumber & Building Products 
Merchandiser. 





FINANCIAL EXECUTIVE, large Mich. diver- 
sified yard, desires change in Controller or 
financial administration capacity. Broad Ac- 
counting-Office-Credit management experi- 
ence. Age 41. Relocate. Address Box N-22 
American Lumberman & Building Products 
Merchandiser. 





BUSINESS FOR SALE | 








FOR SALE—Lumber yard Paint and Hard- 

ware in Alaska. Average Gross $90,000. Ideal 
for man and wife. Terms. Address Box K- 
62 American Lumberman & Building Prod- 
ucts Merchandiser. 





FOR SALE 


Planing mill and resaw. Up to date, ail 
electrical. Power conveyors and Green chain. 
Sawdust burner. Buil two trucks, two 
hysters. Located Denver, Colorado area on 
20 acres of leased ground with portable saw 


proximately t million 
Spruce y A. yy fo.000 feet 
daily, one shift. Ee rec use A. Ameri- 
can Lumberman & Building Products Mer- 
chandiser. 


Build Material Business idly ex- 
panding. resort area of oe bade rep ichigan 

A prof ble operation with best of —— 

Ample opportunity for ex, on. a 
for home improvement pt., contracting, 
re-fab. Large, modern salesroom and ware- 
Pouses. Private asias. Owner must retire. 
Will sell all, or stock and equipment only 
and lease land and buildings. Address x 
M-43 American Lumberman & Building 
Products Merchandiser. 








One of Boise Valley’s best lumber and coal 
operations, —— gross, established 40 years. 
Complete pped, all — tg ak 
Corner location on ae 
Warren Hill Agency, 
Boise, Idaho. 


gp Be Terms 
‘apitol Blvd, 





Alun! ails OY 


Phifer Aluminum Neils in Job-Pac Cans moke nice ly 
hardware — never scotter on floor or counter. They sim 
figuring and assure that every neil will arrive at mg | 
site. All of the extensive Phifer line of Aluminum Neils 
(except common, trim and oval head trailer nails) ere 
4 pocked in pull string “Job-Pac” — 30 te @ master carton. 


All neils in 25- end 50-Ib. cartons 
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PHIFER WIRE PRODUCTS 
POST OFFICE BOX 9007, TUSCALOOSA, ALABAMA 


Inquiry 


Service 














FLORIDA LUMBER YARD 
idl, South Florida 
ance two 


road. Siding $6,000 
ad S Bulltings 
only. 


financial 
Box M-48 American Lumberman & Building 
Products Merchandiser. 


Located in rap’ 

Building and 
ju an 

ventory Cash, 





Profitable Florida Retail Lumber Yard in 
Sales 


with terms. The Inventory 
give references. Address Box 
can Lumberman & Building 
chandiser. 


Well established retail lumber, paint, and 
hardware business located on the main street 
of a county seat town near Denver. Ample 
off street parking. With experienced 
ble management, annual sales ten al 
$300,000.00. Estate settlement. Will sell or 
lease equipment and improvements to re- 
about $45,000 — Inventory at market 
u 
Sanen: Marold F. Collins, Att’y. 
418 Symes Bi 
Denver, Colora 0 


LUMBER YARD FOR SALE 

Due to death of major stockholder. Modern 
lent on 5 acre site in stable, Northwestern 
linois Community of 150,000. Sales in 1959 
were $700,000.00 with 27% gross margin. Full 
culars to qualified enquirers. Address 
M-54 Amorionn Lumberman & Build- 

ing Products Merchandiser. 











BUSINESS OPPORTUNITIES 








FRANCHISES WANTED 
Established wholesale building materials 
distributor opera’ western Washington 
and Alaska consider additional lines with 
exclusive franchise for Alaska. Firm is well 
financed, has experienced personnel and 
warehous. facilities. Address Box M-49 
—_ ~~ eae & Building Prod- 
uc e 


BUSINESS OPPORTUNITY: 
Rare opportunity for ive lumberman. 
Absentee owner will se 


in two small ean. in 

dhoring, basis We Gp 

ventory, nd oy and Sesnhpenent: 
©. Box 388, Marquette, Michigan. 


Exceptional opportunity. Exclusive franchises 
available for patent-approved, patent-pro- 
tected process used in building and remodel- 
ing. Excellent new line for someone now 
serving building industry. Protected terri- 
tory. Generous returns on investment of $5,- 
000. Necessay equipment and training 
vided. Personal interview arranged. 

brief resume. Address Box N-25 American 
nn & Building Poducts Merchan- 
iser. 











MISCELLANEOUS FOR SALE 











CARPENTERS APRONS 
Write for prices and information. 
THE MINNESOTA SPECIALTY CO. 
119 North Fourth Street 
Minneapolis 1, Minn. 





BUSINESS CARDS: Raised printing, illustra- 
tions. $3.95 thousand, postpaid. Free samples. 
eae es Printers, 166 Southwest, Can- 
on, io. 





FOR SALE 
Changing models permits offering following 
units, kept in fine condition maintenance 
contract: 
Clark Ross Lift Truck model 10H, 28’ lift, 
= forks, 38” to 66” side fo eaet carriage, 
rator’s ard. Price 
Clark Ross Straddle Carrier - oe Model 70-6675. 
Price $3,150.00 FO ‘0. 
HUSS 


Chicago 14, Illinois — 
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Be TE BR cig ok ves occ cctcesebsccses 63 
Allied Chemical Corp., 
Barrett Divisi 


Appalach: 
Alarone Cork Co. 


Barrett Division, 
Allied Chemical ore 


& Son, Inc. 
Black & Decker Mfg. Co., The 
Butler Manufacturing Co. 


CARADCO, Inc. 
Columbia Mills, nee. "apd 
Continental Steel Corp. ...........+eeeees 53 
Corbin Div., P. aE 
The American Hardware Corp. 


Farley & Loetscher Mfg. Co. 

Firestone Tire & Rubber Co., The 

Flintkote Co., The 

Frantz Manufacturing Co. 85 
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Goodyear Tire & Rubber Co. 
Graham 


& Co., Inc., John H. 
Grant Pulley & Hardware aR pS 
Griffin Co., G. W 


Hamer Lbr. Sales, Inc. ............006005 58 
Hertz Truck Lease Service 
Hobart Manufacturing Co. 


Keasbey and Mattison Co. 
King Cotton Cordage 


National Cash 
National Manufac 
National Starch & 
Nova Sales Co. 
Sub. of Homasote Co. 


bring © 
Chemical Corp. 


Pacific Lbr. Co., The 

Parker Hardware ae Corp., S. 
Phifer Wire Produc 

Pickering Lbr. Lond 

Pittsburgh Plate Glass Co. 


Red Cedar Shingle Bureau 
Reynolds Metals Co. ................4+ 43-46 


Safe Padlock & Hardware Co. 
Sterling Factories 


Tarter, Webster & Johnson, Inc. 
Trinity White Cement 
Twin-Tilt Truck Co. 


U. S. Plywood Co: 

U. S. Steel Corp + 

Universal Atlas. Cement, 
Div. of U. 


Vancouver Plywood Company 
Vise 


wagner 388 Big 
on, tne 5 
Welsh bts god ting C 
eeling Corruga ng 0. 
Will-Burt Com 
Wood-Mosaic Corp. 
Wood Products Co. 


For more facts, use 
handy back cover 
coupon. 
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Always New Looking 
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FRANTZ 


No. 2400 SERIES 


FILUMA DOOR* 


made of Fiberglass with Aluminum Frame 


New, Smart, Beautiful! 


Lets light in. Colorfully translucent, the Frantz 
“FILUMA" comes in yellow, white or coral. Blends 
beautifully. It diffuses a soft daylight inside the 
garage, eliminating dark areas. 


Keeps weather out. “FILUMA”" 4-Section Doors 
utilize sculptured FILON Fiberglass. Guaranteed 
five ways .. . shatterproof, weatherproof... nylon 
reinforced for extra strength . . . backed by a light- 
weight rugged frame of extruded, tempered Alumi- 
num. Fleximatic guide seals top of door against 
header—entirely automatic. Positive overlapping 
joints between sections. 


Eliminates Painting. Easiest of all doors to 
maintain, Clear-through color, never needs painting. 


A New concept in garage door engineering. 
A complete “FILUMA” Door weighs only % as 
much as the same size wood door. Installs more 
quickly, operates amazingly easy. Cannot bind or 
warp. Requires only 11%” headroom. Zinc-plated 
hardware and track, Chrome handle, inside-outside 
latch, full 14 inch radius curve. Complete range of 
single and double width sizes from 8’ x 6’6” to 18’ x 
7’ inclusive. Write today . . . or wire now! 


FRANTZ MANUFACTURING CO., STERLING, ILL. 
RUSH COUPON for DETAILS TODAY 











City. State. 


*Patent Pending 
@eeeeseseeoeeoeeoeoeeeoeeneoeeoeeee ee es 


85 
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You can fool some of the people all of the time and chances 
are, if you’re not careful, you'll be one of them. 
*” * * 


Summer is acomin’ in and if girls shorts get any shorter 
they won't be wearin’ ’em much longer. 
* . * 


When Alex Harndin was down in Florida lately he took a 
walk along the surf and, you know, they got fish down there 
that are so cooperative you don’t even have to deep sea dive 
to get them. You can just sit on the beach with a pole in 
your hands and they’ll bite—the fish, that is. That’s exactly 
what Alex saw a feller doing. The feller was asleep and, while 
Alex watched, the pole began to jerk so Alex yelled, “Hey, 
there! You got a bite!” 

The fisherman woke up, yawned and said, “It sure looks like 
I do. Would you do me a favor? Just pull in the line for me. 

So Alex did. 

“Now,” said the fisherman, “After you take off the fish 
will you put some fresh bait on the hook and cast the line 
out again?” 

Well, Alex did but. while he was busy he said, “You know, 
feller, anyone as lazy as you ought to get married and have a 
son so he could do all these things for you all the time.” 

“That’s a good idea,” said the fisherman. “Know where I 
can find a pregnant woman?” 

- + ” 


Summer vacation time and if you can’t make it to the woods 
for camping fun, just relax. We'll bring the forest right to 
you—milled, stacked and by the carload. The finest in wood 
and wood products come from the MAUK Lumber Co. 


* * * 


Simple Celia says no man is completely worthless. He can 
always serve as a horrible example. 
7 * coe 


Co-ed to her room mate: “What more could any girl possibly 
want on a cold evening than a warm robe, a bite to eat, a 
good book and—Oh goody! The phone is ringing!” 

s *» * 

Do You Know What Dep't: 

Do you know what recession is? When prices are reduced 
to where you could afford them if you were still enjoying 
prosperity. 

Do you know what extravagance is? When you get some- 
thing you wan, to get instead of something you don’t want 
that someone else wants you to get. 

Do you know what MAUK is? The best. 

on * e 


MAUK Seattle Lumber Co. 


Seattle, Washington 


Toledo, Ohio 
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NSE APPEAL!! 


For Builders 
and 
Consumers! 


New! Unique! A real profit 
builder! 

Consumers will go for its 
simple installation (SO sec- 
onds), and beauty of ap- 
pearance. 

Builders will appreciate the 
economies to be had by 
using this door for closet 
openings. 


| sels 





FABRIC DOOR 
installed in 30 seconds! 


For complete details see your distributor or write 


THE COLUMBIA MILLS, INC. 


368 S. WARREN STREET SYRACUSE 1, NEW YORK 
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HOW TO KEEP YOUR HEAD... 


WHEN ALL ABOUT Y YOU ‘<':) 


TWIN-TILT TRUCKS vn SWINGARD 


THE EXTRA SAFETY FEATURE 


*® SWINGARD safety attach- metal construction—no sharp 
ment eliminates danger to corners, no rivets or bolts to 
workmen, damage to loads. work loose. 

* Exclusive, patented TWIN- ¢* Aiuminum alloy ball-bearing 
TILT lever permits finger-tip wheels with molded rubber 
loading up to 1200 pounds. tires. 

* Heavy, tubular steel frame, * TODAY .. . write, wire or 
comfortable handle grips. telephone for complete de- 

* Streamlined, full-welded, all- tails and prices. 


TRUCK COMPANY 


@ P. O. BOX I, ST. BERNARD 
CINCINNATI 17, OHIO 
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BUTLERIB 


MONOPANL 
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Functional construction...exciting design 


... pre-engineered by Butler 


Inside and out . . . the perfect combination of 
utility and beauty. Butler’s clear span interior 
allows complete freedom of planning for sales- 
room, office, warehouse and loading dock... 
offers an unobstructed area to the roof for 
storage and movement of merchandise in the 
warehouse area. Outside, curtain wall con- 
struction means complete freedom of design 
. .. lets you build with beauty, like this hand- 
some building. . 

When you build a pre-engineered office- 
salesroom-warehouse, your greatest value de- 
pends on a winning combination of structurals 
and cover. We invite you to compare the en- 
gineering and design of Butler’s superior wall 
panels with all other curtain walls for factory- 


BUTLER MANUFACTURING COMPANY 


7539 East 13th Street, Kansas City 26, Missouri 


Manufacturers of Metal Buildings 


Sales offices in Los Angeles and Richmond, Calif. « Houston, Tex. 


fabricated buildings . . . you'll find they’re 
the finest. Butlerib, the new precision-formed 
standard roof and wall panel, offers new 
strength and bold beauty. Monopanl, Butler’s 
exclusive factory-insulated wall panel, lets 
you build with architectural beauty and 
maintenance-free economy. Both of these 
panels are available in a selection of durable 
factory-applied colors. 

Why settle for less than the best . . . build 
Butler, the lowest-cost way to build well. For 
details on Butlerib, Monopanl and other But- 
ler features, call your Butler Builder. Ask him 
about Butler financing, too. You will find him 
listed in the Yellow Pages under “Buildings” 
or “Steel Buildings”. . . or write direct. 





Equipment for Farming, Oil Transportation, Outdoor Advertising ¢ Contract Manufacturing 


¢ Birmingham, Ala. + Kansas City, Mo. *« Minneapolis, Minn. 


Chicago, Ill. « Detroit, Mich. « Cleveland, Ohio « Pittsburgh, Pa. « New York City and Syracuse, N.Y. « Boston, Mass. « Washington, D.C. 
Burlington, Ontario, Canada 
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Slay Competitive... 
Use This Handy 
Cover Card... 


to get details fast on the latest new products, 
sales aids, equipment and helpful literature. 





Kasiest to use - 


Keep the card folded out as you go through the 
magazine. Circle the numbers on items useful for 
your business. 


Mail the completed card and we will rush the 
inquiry to the manufacturer. No postage is re- 
quired. 


This card good until October 1, 1960 


Advertised Products 


JUNE 20, 1960 
1 23 4 5 6 7 8 Y 10 WW 12 13 
14 15 16 17 18 19 20 21 22 23 24 25 26 
27 28 29 30 31 32 33 3435 3% 37 38 «99 
40 41 42 43 44 45 46 47 48 49 50 51 52 
53 54 55 56 57 58 59 60 61 62 63 64 65 
66 67 68 69 70 71 72 73 74 75 76 77 78 
79 80 81 82 83 84 85 86 87 88 89 90 91 
92 93 94 95 96 97 98 99 100 101 102 103 104 
105 106 107 108 109 110 111 112 113 114 115 116 117 
118 119 120 121 122 123 124 °25 126 127 128 129 130 
131 132 133 134 135 136 137 138 139 140 141 142 143 
144 145 146 147 148 149 150 151 152 153 154 155 156 
157 158 159 160 


New Products, Sales Aids, Equipment, 
and Literature 


201 202 203 204 205 206 207 208 209 210 211 212 213 
214 215 216 217 218 219 220 221 222 223 224 225 226 
227 228 229 230 231 232 233 234 235 236 237 238 239 
240 241 242 243 244 245 246 247 248 249 250 251 252 
253 254 255 256 257 258 259 260 261 262 263 264 265 
266 267 268 269 270 271 272 273 274 275 276 277 278 
279 280 281 282 283 284 285 286 287 288 289 290 291 




















Name Title s 
Company 

Address 

City Zone State 

Dealer Wholesaler 

















Fold Out for 
New, Free 


[ nq uiry Car d J z  . | FLUSH PULLS 


SOLID BRASS 
Here’s the handiest card yet — 


@ no turning back to find the card as 
you turn the pages. It’s always in 
front of you. 


covers bath editorial and ads. 


just one inquiry brings you the 
latest facts from all manufacturers 


checked. i 


Speed up sales and stock control 
with Welonal of Sloilag * 


Turnover-conscious dealers know that sales people 
sell the item that’s easiest to sell—easiest to find. 
That’s why hardware from National of Sterling 
moves off the shelf faster. National’s Picto-Graphic 
cartons and Visual Paks also encourage impulse 
buying . . . there’s no guessing what’s inside. 








FIRST CLASS 
Permit No. 777 
CHICAGO, ILL 











And when it comes time to inventory, there’s no 
loose, unidentifiable stock on your shelves. Na- 
tional’s Picto-Graphic carton gives the item name, 
stock number, and full description. Visual Paks are 
quickly counted in the sealed polyethylene bags. 
Join the swing to “‘National of Sterling”! 


139 


No Postage Stamp Necessary 
if Mailed in the United States 
POSTAGE WILL BE PAID BY 
AMERICAN LUMBERMAN 
P. O. BOX 
NEW YORK 4, N. Y. 


BUSINESS REPLY CARD 








* Solid Zuality Vhroughout 
NATIONAL MANUFACTURING CO. 


11006 First Avenue Sterling, Illinois 





Circle No. 128 on Handy Cover Card 





